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Like Inawtance Edition. 


Don’t try to Guess — TO BE SURE, Costs Less! 


The 


Little Gem 
Life Chart 


ANanonat Unoerwriver PuBLication 


Only Book 
of its kind, showing 


Both{ = | 


Settlement Option 
Incomes! 


New UP-TO-DATE Edition 
Ready in April 


Most Comprehensive Book of Its Kind! 


Have the ANSWERS Handy— 
It will pay you well! 


Get Your Own 
New 1944 “LITTLE GEM” 


Prompt, accurate answers are highly important 
in all selling. Most unexpectedly YOU will need 
the answer to some question concerning Rates, Con- 
tracts, Values, Options, Costs or about Financial 
Statements. A sizeable commission may hinge on 
your ability to give the PROPER and COR- 
RECT ANSWER, quickly. 


You can’t predict when this will happen to you 
—but it occurs every day to thousands. That’s why 
you must be ready with the answers at all times. 
With the new 1944 LITTLE GEM you are 
always well prepared. Order Yours NOW! 


It provides The ANSWERS that “Get the Business” 


It gives MORE—on ALL Currently 


Important Subjects 


With the NEW 1944 Little Gem you have broad 
information on some 170 companies—about 80 
MORE than its principal competitor shows—AND 
the ONLY BOOK of its kind giving the Incomes 


Payable by practically ALL Life Insurance 


Force Today! 


MANY IMPORTANT CHANGES 


Widespread changes in all of the many subjects 
covered by the Little Gem have occurred since the 


last edition was issued. 


prospects. 


In addition to numerous 
changes in rates, OPTIONS, dividends, ete.. 
are many new contracts designed to serve today’s 
You need this new information. 


It will help You to— 
-present your proposition in the best light! 
-stress the strong points of your contracts! 
—arouse interest in your prospect's present insur- 
ance and to sell the income idea! 
“avoid” competition and to build prestige! 
—back up your statements with authority! 


It tells you "HOW" 


Many of the important “business-building” uses 
of The LITTLE GEM, including the above-men- 


tioned, in programming, selling those who “have 


enough”, supplementing Social Security, etc.. are 
carefully explained in the book itself. 


there Use the “SURE Strategy”’—Know your business 


so well that you can give the proper answer in- 
stantly. 


Be UP-T0-DATE! 1.23228... Be WELL- PREPARED! 


Order Yours NOW! Write The National Underwriter Co. 420 East Fourth St.. Cincinnati 2, Ohio 
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16,000,000 WOMEN 


are working in the United States— 


38% of the total female population 
between the ages of 18 and 64. 


That is one reason why we have made 
available for our representatives, 


“Questions for a Woman with a 


na 





It is designed to interest women and 
to make them conscious of the im- 
portant part that life insurance can 


play in their financial plans. 





Mm he PruveENTIAL 


core! INSURANCE COMPANY OF AMERICA 
= A mutual life insurance company 


HOME OFFICE NEWARK, NEW JERSEY 
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FORWARD 


On All Fronts 


Life underwriters under arms are serving 
the Cause of Freedom with distinction on 
the far flung fields of war. 


Life underwriters of the home front are 
also making vital contributions to the Cause 
of Freedom. Theirs is a national mission, 
even more essential in times of war than in 
days of peace. Their arms include the sale 
of new life insurance and war bonds, the 
servicing of life insurance now owned, the 
relentless assault upon inflation, and a, united 
and determined will to carry on... mighty 
weapons all for furthering the Cause of 
Freedom and perpetuating the Democratic 
Way of Life. 


EQUITABLE LIFE of IOWA 


Seanad 1067 


HOME OFFICE DES MOINES 
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Agents Make Money 
And Company Profits 


Effects of the Western Life’s basic 
policy of paying well for good quality business and of emphasizing 
personal production by general agents rather than agency building, 
are revealed in the following excerpt from a letter written by an 
outside insurance analyst: 


“You seem to be able to write business at a faster rate than the 
companies of your size and yet to have a lower termination rate 
than the average. That is certainly a healthy condition and I am 
happy to send you this note of congratulation.”’ 

If your personal production is $150,000 or more, you will be 
considered for a general agency opening in California, Oregon, 
Washington, Idaho, Montana, Utah or Wyoming. Check our 
financial statement. 


WESTERN LIFE 


INSURANCE COMPANY 


HELENA Since 1910 MONTANA 


Assets $17,580,470 


Surplus to Policyholders, $2,600,000 


Lee Cannon 
Agency Vice President 


R. B. Richardson 
President 
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War Dept. Asks 
Closer Check on 
Group A. & H. Claims 


Confers with Insurers on 
Weeding Out Absentees 
Who Fake Illness 


Because of the bad experience on 
group accident and health insurance on 
war plants the War Department has 
asked group-writing companies to be 
particularly watchful that they pay only 
legitimate claims where cost plus a fixed 
fee contractors are involved. 

War Department representatives have 
held two conferences with group com- 
pany representatives and the depart- 
ment’s field representatives have been 
making studies of the operation and ad- 
ministration of group insurance on cost- 
plus-a-fixed fee contractors. 

There is no desire on the War De- 
partment’s part to treat legitimate claims 
any less liberally than would be cus- 
tomary. At the same time those officers 
responsible for paying out the govern- 
ment’s money must be in a position to 
justify all their acts and they might well 
be subject to censure if they were allow- 
ing payments for avoidable dishonest 
claims and malingering. 


Where Army’s Interest Lies 


It is particularly to the army’s inter- 
est to weed out fraudulent claims, for 
claim payments are reimbursable items 
while the expense of handling claims, if 
it exceeds the allowable percentage of 
premiums specified in the plan, is not 
paid by the government but would have 
insured 


to be absorbed either by the 
corporation or by the insurance com- 
pany. 

However, it appears that the 


army is taking a reasonable attitude and 
does not expect the companies to run 
their claim expense up out of line un- 
duly. 


Some of Rise Is Normal 


It is to be expected that there would 
be a rise in the rate of legitimate claims 
because employes cannot be medically 
selected, they are the less robust, with 
the better physical specimens now in the 
armed forces, and they include many 
women and older people. 

Many questionable claims are due to 
the fact that where plants are working 
under war pressure there is no provision 
for vacations or taking time off. As the 
pressure to reduce absenteeism has 
grown workers wanting to take time off 
have come more and more to give ill- 
ness as the excuse. Both as a means 
for making up lost earnings and to be 
consistent with their illness excuse they 
fle claims under their group insurance 
coverage. 


Claims Personnel a Problem 


It would be an extremely costly job 
to investigate every illness claim to 
see whether it was genuine or not. Also, 


regardless of the extra expense it is vir- 
j tually impossible to find competent per- 


sonnel to put on for this work. Claim 
departments are already working with 
reduced staffs. Another factor is that 


many war plants are in outlying areas 
Where a great deal of automobile travel- 


e ing would be needed in order to inves- 


S tigate 


Claim department 
difficulty getting 


these claims. 


People have enough 


Congressmen Told 
of Metropolitan’s 
Housing Projects 


WASHINGTON Metropolitan 
Life’s experience with housing and post- 
war plans for developments were de- 
scribed to the House committee on 


public buildings and grounds Tuesday 
by Frederick H. Ecker, chairman ot 


Metropolitan. 

The committee is conducting hearings 
on post-war planning, including possible 
housing development in reconversion to 
a peacetime footing, in order to prevent 
unemployment, etc. No bill is before 
the committee, but it is expected to 
design one. 


Committee Much Interested 


Committee members showed much 
interest in Mr. Ecker’s presentation of 
what private industry is doing in hous- 
ing construction, with particular refer- 
ence to Metropolitan Life’s housing 
projects, including Stuyvesant Village, 
New York, and projects in Alexandria, 
Va., San Francisco and Los Angeles. 

Mr. Ecker said Metropolitan is also 
planning a huge project to house 24,000 


families in the area between 14th and 
20th streets, First avenue and East 
River, New York. 


Life Counsel Annual 
Meeting Will Be Held 
May 9-10 in N. Y. 


NEW YORK —The deferred annual 
meeting of the Association of Life Insur- 
ance Counsel has been set for May 9-10 
at the Waldorf-Astoria here. Harry Cole 
Bates, general counsel Metropolitan Life, 
vice-president, is in charge of arrange- 
ments. In the past, it has been cus- 
tomary for thé association to hold its 
annual meeting in December and a spring 
meeting in May. However, during the 
war the meetings have been curtailed. 
In 1942 no meetings were held. In 1943 
the annual meeting was held in May and 
the same procedure is being followed 
this vear. 


A.J. Bohlinger Named 
Third Deputy in New York 


NEW YORK—A. J. Bohlinger, New 
York City lawyer, has been annointed 
third deputy insurance superintendent. 
He will have charge of the complaint 
and fire and marine bureaus at the New 
York City office. He served as counsel 
last year to the Moreland act commis- 
sion investigating the state’s mental 
hospital situation. 

Knows Insurance Matters 

Mr. Bohlinger was graduated from 
New York law school in 1924. From 
1923 to 1929 he was with the New York 
City law firm of Cabell, Ignatius & 
Lown, specialists in insurance and rein- 
surance matters. At the time of his ap- 


pointment as deputy Mr. Bohlinger was 
a member of Burden & Bohlinger. 51 
Chambers street, New York City. The 


position of third deputy pays a salary of 
$7,100 a year. 


gasoline for their present needs. 


The claim departments of insurance 
companies have additionally been over- 
burdened by the tendency of insured 


corporations to shift more of the bur- 
den of handling claim work to the in- 
surer. In ordinary times the employer is 
relied on to handle and to be responsi- 
ble for accident and health claims and 
particularly to detect dishonest ones. 


Linton Urges SS 


Cover for Employes 
Now Excluded 


Despite the problems of administra- 
tion involved, ways and means should 
be found of bringing employes on farms 
and in domestic service into the old age 
and survivors social security benefit 
system, according to M. A. Linton, 
president of Provident Mutual Life, who 
was one of the speakers at the social 
security conference conducted by the 
U. S. Chamber of Commerce in Wash- 
ington. Providing coverage for the self- 
employed presents even more formidable 
problems and that question should be 
put aside until coverage is arranged for 
farm and domestic employes, he said. 

The present situation is unsatisfactory 
because so many workers move back 
and forth between covered and uncov- 
ered occupations, Mr. Linton declared. 
Although some 65 to 68 million indi- 
viduals have some wage credits in cov- 
ered employment only about 45 million 
are receiving credit during any one year 
and perhaps only 32 or 33 million have 
either a fully or currently insured status. 
Workers, he said, should be included in 
the system no matter where they may 
be employed. 

Farm and domestic employes number 
about 5 million. For the 45 million per- 
sons receiving wage credits during the 
year the government has to collect taxes 
from only slightly more than 2 million 
employers. To collect taxes from those 
working on farms or in domestic serv- 
ice the government would probably have 
to deal with a total of more than 5 mil- 
lion employers. Another problem is 
created by reason of the fact that the 
wages of many of these workers consist 
of food and lodging. Mr. Linton sug- 
gested that a stamp system be devel- 
oped for these workers with the em- 
ployer and employe contributing the 
same amount. There will be problems 
involved such as coordinating the stamp 
book credits with those acquired in 
occupations where the straight percent- 
age plan applies. The need for coverage 
in these two groups is great that 
every effort should be made to solve the 
problem, however. 


so 


Government Employes 


Those working for philanthropic and 
educational institutions and those work- 
ing for government units—upwards of 
3.5 millions in all—also should be cov- 
ered. In order to avoid constitutional 
questions participation of federal em- 
ployes should be voluntary but if a par- 
ticular government unit decided to go 
into the system all employes in that 
unit should be covered. 

As to fiscal considerations, Mr. Linton 
expressed the belief that if benefit for- 
mulas are kept on a reasonable basis the 
burden upon general revenue funds will 
not be too heavy to be borne. He 
favors having the necessary excess pay- 
ments covered by appropriations from 
general revenue rather than to have the 


excess covered by interest on a huge 
reserve fund that would have to be 
accumulated out of surplus revenues 


extending over a long period of time. 


Oppose Hike ne Anti-Inflation 


He is opposed to 
security taxes merely as an anti-infla- 
tion measure. The income would be 
invested in government bonds and that 
would be tantamount to forcing social 
security taxpayers to buy bonds to that 
extent to relieve other groups who 
otherwise would buy bonds on the usual 
voluntary basis. Raising and lowering 
the tax rates for reasons entirely apart 
from social security needs might be 
quite dangerous since it might tend to 
make it that much easier for pressure 
groups to divert excess income to other 
purposes. 


increasing social 


Supreme Court Gets 
Biddle Reply Brief 
in 5. E. U. A. Case 


Answers Cahill on 
Scope of Indictment: 
Speculate on Result 


WASHINGTON—In his reply brief 
the anti-trust against the 
Southeastern Underwriters Association 
and its member fire insurance com- 
panies, which was argued before the 
United States Supreme Court last week, 
Attorney General Francis Biddle ans- 
wered the attack on the limitations of 
the indictment which seemed to impress 
the court during the hearing. The reply 


brief also touches seven other points, 
which it describes as “matters not con- 
sidered in the government’s main brief 
and points raised during the argument.’ 
The insurance cases were considered 
by the Supreme Court in weekly confer- 
ences Saturday. The court began a re- 


in action 





Second Lanne Cueie: 


; As an indication of the interest 
in the Southeastern Underwriters 
Association case, Supreme Court 
observers reported that the crowd 
last week was the second largest 
in the history of the court. The 
largest was that attracted by the 
appeal of the German saboteurs in 
1942—an event of world interest 
and drama. 





cess until Jan. 31, so that no decision is 
expected meanwhile. It is the custom 
of the justices to discuss with wa other 
at weekly conferences, or oftener, occa- 
sionally, cases that have been argued. 
When a majority makes up its mind the 
chief justice assigns to a member the job 
of writing an opinion. After that has 
been drafted members of the court dis- 
cuss it. Copies are passed around for 
reading and suggestions made regarding 
possible modifications. 


Monday Is Decision Day 


If a decision is not unanimous dissent- 
ing members decide upon a minority 
opinion. After opinions have been con- 
fidentially printed the court announces 
its decision, opinions being read usually 
on Mondays. 

No rejoinder had been received by the 
court from insurance interests in re- 
sponse to the attorney general’s memor- 
andum filed last week. 

At present writing, 
companies had not asked permission to 
file a rejoinder to the new brief, al- 
though they would undoubtedly be per- 
mitted to do so if they wish. 


the insurance 


Point Seems Important 


Mr. Biddle asked permission 
this brief in one of the major s 
of the hearing. John T. Cahill, New 
York, attorney for the S. E. U. A., had 
hammered this point strongly Brie Mr. 
3iddle, although admitting under pres- 
sure from Justice Frankfurter that it 
would be fatal to his case if sustained, 
did not mention it in his rebuttal argu- 
ment. He interrupted the Polish Na- 
tional Alliance case, which followed the 
S. E. U. A. case, to ask permission to 
file the brief and Mr. Cahill consented. 

(CONTINUED ON PAGE 18) 
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surprises 
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Taxation of Insurance 
Proceeds Viewed by Ekern 


Because present income tax rates will 
not be reduced for some time to come, 
it is important that every taxpayer have 
a general understanding of the income 
tax principles affecting his personal in- 
surance, George L. Ekern, member of 
the Chicago law firm of Ekern, Meyers 
& Matthias, said in his talk before the 
insurance law section of the Nebraska 
Bar Association in Omaha. 

With two exceptions, he said, all of 
the lump sums of life policies payable 
by reason of the death of insured are 
excluded from the gross income of the 
beneficiary. One is proceeds payable 
under a divorce decree. The other is in 
case of transfer for a valuable consid- 
eration, by assignment or otherwise, of 
life, endowment, or annuity contract or 
any interest therein. Then only the ac- 
tual value of such consideration and the 
amount of the premiums and other sums 
subsequently paid by the transferee shall 
be exempt from taxation. 


Tax on Installment Payments 


One of the most unusual and contro- 
versial items is the taxation of install- 
ment payments of life insurance pro- 
ceeds. The law, he said, has been spe- 
cific that “if such amounts are held by 
the insurer under an agreement to pay 
interest thereon, the interest payment 
shall be included in gross income.” Ac- 
cordingly, when a beneficiary has exer- 
cised an option to receive the proceeds 
of a policy in installments, the commis- 
sioner of internal revenue always has 
taken the position that the interest in- 
cluded in the installment is taxable as 
income to the beneficiary. Up to the 
early part of 1943, the commissioner 
also has held that where the option to 
pay the proceeds of a policy in install- 
ment payments was elected by insured, 
any amounts payable in addition to the 
lump sum were taxable income to the 
beneficiary. The only amount exempted 
was the lump sum payment to the bene- 
ficiary upon insured’s death. 

However, Mr. Ekern said, Treasury 
decision 5231, issued March 2, 1943, 
amended section 19.22 (b) (1)-1 of the 
regulations. It now provides that where 
the option is selected by insured to pay 
the proceeds to the beneficiary in install- 
ments instead of one lump sum the en- 
tire amount of installments, including 
the interest, is exempt from tax. Sup- 
pose a person with a $10,000 insurance 
policy elected to have the proceeds pay- 
able to the beneficiary under a certain 
option in 10 equal annual installments, 
Mr. Ekern illustrated. With the so- 
called interest, each installment amounts 
to $1,100. Under T.D.5231, the extra 
$100 included in the installment is no 
longer taxable. Yet if insured had not 
elected the option before he died, and 
the beneficiary selects the same option, 


the latter is still subject to tax on 
the extra $100 he would receive each 
year. This conflict is due to a fiction 


that has been built up that when the in- 
sured dies and the full face of the pol- 
icy is due the beneficiary, there is an 
immediate debt created. However, when 
insured selects an installment option, 
there is no debt created until the in- 
dividual installments become due and 
hence the so-called interest included 
therein is not taxable as such to the 
beneficiary. 

If the proceeds payable in installments 
are to be made for the life of the bene- 
ficiary, the number of years to be used 
in computation of the taxable income 
will be determined by the life expec- 
tancy of the beneficiary, Mr. Ekern 
continued. This is calculated by the 
mortality table used by the insurance 
company in determining the amount of 
installments. But if the installment pay- 
ments are to be paid for a certain num- 
ber of years and life, either the number 
of years or the life expectancy, which- 
ever is greater, is divided into the lump 


sum and the excess amount payable over 
this sum in any one year is taxable. 

Where proceeds are held by insurer 
under agreement with beneficiary to dis- 
tribute either the increment to such pro- 
ceeds currently, or the proceeds and the 
increment in equal installments until 
both are exhausted, the increment so 
paid to beneficiary or so credited to the 
fund in each year by the insurer shall be 
included in gross income. Also, when 
amounts received under a life or endow- 
ment policy exceed the aggregate pre- 
miums or consideration paid then 
amounts above that are taxable. Divi- 
dends on unmatured policies do not con- 
stitute income, Mr. Ekern commented. 
But they apply against the agregate pre- 
miums paid in order to determine the 
amount taxable after recovery of the net 
cost of the policy to insured. Dividends 
on paid up policies are also taxable if 
they exceed the aggregate premiums or 
other consideration paid. 

Annuities, he said, and endowment 
contracts are taxable at the rate of 3% 
on the aggregate premiums or consider- 
ation paid for such. 

Proceeds received from accident and 
health insurance are exempt from gross 
income. This also applies for work- 
men’s compensation. However, he said, 
amounts received as accident or health 
benefits are to be included to the extent 
they offset the deduction allowed in ex- 
cess of 5% for medical expenses. If a 
family has $2,000 net income and $200 
of medical bills, including premiums, the 
$200 medical expense represents 10% of 
net income. The taxpayer is entitled to 
deduct the extra 5%, or $100, as extraor- 
dinary medical expense. However, if he 
received $100 of benefits under accident 
and health policy, this would offset his 
excess medical payment and he would 
have no added deduction. Only to this 
extent are proceeds from accident and 
health policies includable in income. 

The elimination of the specific $40,- 
000 exemption for insurance proceeds 
under the federal estate tax ends all of 
the controversies as to what are consid- 
ered insurance proceeds for the purpose 
of this tax, Mr. Ekern said. 

He said that T.D.5032 provides that 
even though an insured has irrevocably 
assigned his insurance policy and retains 
no incident of ownership, the proceeds 
are part of his estate to the extent of 
the premiums he pays after the assign- 
ment, either directly or indirectly. This 
simply means, Mr. Ekern said, ‘that an 
insured cannot escape the estate tax on 
the proceeds of an assigned policy, to 
the extent of the premiums he paid after 
Jan. 10, 1941, even though he retained 
no incident of ownership prior to that 
day. This bars the making of a gift of 
insurance proceeds or premiums on a 
policy that has been assigned without 
still having part or all of the proceeds 
subject to the estate tax. 


Heads Bank’s Insurance Unit 


Richard I. Barker, Jr., has been named 
manager of the life insurance depart- 
ment of the Mechanics Savings Bank, 
Rochester, N. Y., succeeding R. I. Beale, 
who has gone with Equitable Society. 





McDonald Sassi 
Government Lite 


Insurance Advocates 


TORONTO — Nationalization of in- 
dustrial insurance as proposed in the 
Beveridge report is not cheaper or more 
widely beneficial than the present insur- 
ance system if true costs are shown, 
inclusive of subsidies, rent and other 
overhead, Edwin C. McDonald, vice- 
president Metropolitan Life in charge of 
Canada declared before the Toronto 
Association of Life Underwriters. He 
assailed the Beveridge claim that the 
cost of industrial insurance is excessive 
and that it would be cheaper as a or 
ernment monopoly. He warned that Sy 
industrial goes, ordinary is not far i 
hind.” He added: “Give the bureaucrats 
a taste of our business and, in my 
opinion, they won’t find it at all un- 
palatable to grab the rest of the insur- 
ance.” 

In answer to the C. C. F.’s recommen- 
dations that insurance be nationalized, 
Mr. McDonald asked: “Can you imagine 
what would happen to the progress of 
life insurance if the plans of insurance, 
the costs and service were all dictated 
by a board of managers operating the 
insurance business as a government bu- 
reau from Ottawa? It would be highly 
desirable if every department head in 
the civil service could learn that goods 
have to be merchandised as well as 
manufactured.” 

Before any government ventures inte 
life insurance, Mr. McDonald feels it 
should examine what has happened to 
some state and government schemes. 
Administration of the post office scheme 
in England cost 23144% of premiums col- 
lected. It was abandoned in 1928. The 
Massachusetts Savings Bank Plan, with- 
out state aid would be insolvent, Mr. 
McDonald said. Low costs would not 
be possible if such state projects paid 
for rent, equipment, postage and salaries 
as other companies did. 


Interest Loan Cut Would 
Bring Income Tax Saving 


If the companies generally follow the 
example of Equitable Society and reduce 
the rate of interest on old policy loans 
to 5% that will have an effect upon 
aggregate investment income and might 
conceivably cause a reduction in federal 
income tax commencing next year of as 
much as 15%. This would come to pass 
by reason of the fact that each year the 
tax base of life insurance companies is 
calculated by the Treasury Department 
according to a formula, the denominator 
of which is aggregate net investment 
income. A reduction in the denomina- 
tor brings a decrease in the tax base 
and so in the final analysis the net 
reduction in income from such a move 
would not be a full 1% of interest rate 
on policy loans. 


Pays for Million in Five Months 


C. Porter Hochstadter of the J. M. 
Gantz agency of Pacific Mutual Life in 
Cincinnati paid for $1,000,000 of new 
business in the first five months of the 
company’s Big Tree Club year. 


ae Trustees 
Named by Court 


Will Control the 
Policy and Operations of 
Investors Syndicate 


MINNEAPOLIS—Three independent 
trustees are named for Investors Syndi- 
cate of this city, who will have broad 





powers over the policy of the institution, | 


Owing to this move, the charges against 
it by the government have been dis- 
missed by Federal Judge Nordbye. There 
were 16 original counts filed against the 


Investors Syndicate by the SEC, charg- 


ing violation of the regulation and broad | 


provisions of the securities act of 1933 
and the investment act of 1940. Thirteen 


of these were dismissed by a stipulation | 


on Oct. 18. Counsel for the Investors 
Syndicate denied the charges but con- 
sented to the orders to avoid lengthy 
litigation. 


Three Trustees Named 


The trustees named are H. M. Gal- 
lagher, until recently chief justice of the 
Minnesota supreme court; John M. Har- 
rison, executive vice-president of the 
insurance agency of Marsh & McLen- 
nan, and Paul E. von Kuster, president 
David C. Bell Investment Co. The vot- 
ing trust agreement places the affairs 
of the Investors Syndicate and its affili- 
ates, the Investors Mutual and Investors 
Syndicate of America, for all practical 
purposes in control of the voting trus- 
tees, who have not been associated with 
any of them. 

E. H. Cashion, SEC counsel, 


stated § 
that the owners of a majority of the vot- 7 


ing stock had executed a voting trust” 


agreement running three years and pos- 
sibly another two, and that membership 
in the board including the three trustees 
would be limited to five. 


Charges That Were Made 


Switching operations and purchase oi — 


Investors Syndicate securities by means 
of false and misleading statements were 
included in the SEC charges. 

The settlement provides that under the 
new voting trust agreement the trustees 
shall cause the business and operations 
of the companies to be conducted in ac- 
cordance with all applicable statutes and 
regulations. They were empowered to 
select and retain the personnel or to re- 
move such as they might deem necessary 
to accomplish the purposes of the trust. 


Prisoner Requests Material 

A letter was recently received by E. 
C. McDonald of Ottawa, vice- president 
in charge of the Canadian head office of 
Metropolitan Life, from Pilot Officer 
Kenneth Banks, of the R.C.A.F., who 


was shot down over Germany and is ap 


prisoner, requesting life insurance text: 
books and treatises on salesmanship s0 
that he can keep up to date. Mr. Banks 
was a Metropolitan agent in Winnipeg 
prior to the war. Mr. McDonald sent 
him a book giving Metropolitan’s new- 
est agent’s course in life insurance and 
certain other material. 





FIGURES FROM DEC. 31, 1943, STATEMENTS 

















Increase Surplus to New Increase Prems Total Benefits Total 
Total i Policy- Bus Ins. in Force in Ins. Income Income Paid Disburs.§ 
Assets holders 1943 Dec. 31, 1943 in Force 1943 1943 1943 1943 & 
$ $ $ $ $ $ $ 

Amalgamated L. & H... 601,380 <8 es 4,969,250 227,258 49,075 169, 5608 
Columbus Mutual ..... 47,902,534 ,19¢ 12,769,268 161,137,360 5, 9,145,990 2,564,990 5,124,805 
Great American, Kan 2,419,371 2,032 2,304,521 12,221,780 435,123 111,309 287,608 
Guardian Life, Tex..... 762,169 5,990 15,860,000 22,392,588 917,916 65,958 604,324 
National Fidelity ...... 7,301,695 , 521,750 4,381,532 33,171,887 1,182,639 315,627 840,478 
National Life, Vt.......268,948,832 ” 700, 954 12,999,470 47,643,733 641,482,966 26,130,729 44,362,333 17,053,484 26,686,6598 
Northwestern National..103,048,866 »271,309 7,871,331 68,800,852 544,320,53 12,959,231 19,404,112 5,708,331 10,464,498 
Ohio National Life...... 67,126,228 sents? 3,440, 060 22,511,051 244,041,812 7,020,715 12,320,752 3.512,406 6,866, 240 
Provident Life, N. D.... 6,898,334 766,892 811,907 8,654,479 39,394,108 6,274,988 1,058,849 1,550,480 255,926 781,440 
Seaboard Life, Tex..... 5,089,937 642,965 420,698 5,045,294 37,417,554 3,062,027 833,932 1,105,333 213,906 462,158 
Security Mutual, Neb. 8,580,791 680,516 516,319 6,716,533 43,868,336 5,233,505 1,074,792 1,620,817 409,673 966,142 
Standard Life, Ind..... 1,654,967 412,521 564,332 7,589,599 26,734,136 4,906,563 865,736 897,526 206,488 609,304 


Includes $6,051,716 reinsured from Great Lakes Life in 1943. 
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Service Insurance 
Record Analyzed 


Veterans Administration 
Reports on NSLI, Relief 
Act Operations 


WASHINGTON — Applications for 
national service life insurance approved 
up to June 30, 1943, according to the an- 
nual report of the Veterans Administra- 
tion, totaled 9,565,000 for $66,506,754,000. 
Since that time the insurance has 
mounted to $100 billion or more. 

The army accounted for 80.92% of the 
policies issued and 78.81% of the amount. 
The navy accounted for 15.14% of the 
number and 16.97% of the amount; ma- 
rine corps 2.76% and 2.92%; coast guard 
118 and 1.24%. Nineteen policies had 
been issued to persons in the public 
health service and two to those in the 
coast and geodetic survey. 

The average policy was, in the army 
$6,771; navy $7,792; marine corps $7,528; 
coast guard $7,300; public health service 
$9,736; coast survey $10,000. 

3enefits had been awarded in 16,172 
cases on insurance valued at $105,613,000, 
in round numbers. 

Gratuitous Insurance 

Life annuities only are being paid in 
13,604 cases on insurance with a face 
value of $87,941,300; a combination of 
life annuity and installments in 344 cases 
on $2,666,800 and 240 installments only 
in 2,141 cases on insurance valued at 
$14,601,200. 

Of this gratuitous insurance valued at 
$14,015,100 was awarded in 3,219 cases 
where the veterans had no national serv- 
ice contract insurance at the time of 
death, and to the beneficiaries of 532 vet- 
erans whose national service contract in- 
surance was less than $5,000. The aver- 
age national service contract insurance in 
force at the time of the veteran’s death 
was $6,949. : 

There were 586,590 U. S. government 
life (converted) policies in force repre- 
senting $2,499,603,842 of insurance, as 
compared with 4,594,735 policies repre- 
senting $2,507,082,186 at the close of the 
preceding year. There was reserved for 
payment of dividends $8,860,000 for dis- 
tribution during 1943. 

At the close of the calendar year 1942 
there was in force total disability insur- 
ance of $192,920,517 issued in connection 
with 31,541 government life policies, in 
accordance with legislation passed in 
1930, and total disability insurance of 
$2,187,481 issued in connection with 502 
policies in accordance with the act of 
1928. 


Applications Approved 


Applications for U. S. government life 
(converted) insurance, approved during 
the last fiscal year totaled 9,010, aggre- 
gating $63,348,862, compared with 4,679 
totaling $23,215,306 approved during the 
fiscal year 1942. Applications approved 
to June 30, last, totaled 1,129,147 for 
$4,716,927,144 insurance. 

To June 30 the grand total premiums 
received on such insurance was $1,284,- 
063,721. Through June 30, 1943, a total 
of 22,093 awards had been made for per- 
manent and total disability of which 
8,368 were subsequently changed to 
death awards; this in addition to 48,483 
original death awards. The death awards 
involved payment of insurance of $322,- 
862,479 of which $213,133,155 was in 
lump sum payments to 40,976 benefici- 
aries, 

Applications to the number of 53,080 
for government guarantee ot premiums 
on commercial life insurance policies 
held by men in uniform under the sol- 
diers and sailors civil relief act had been 
approved by the Veterans Administra- 
tion through June 30, 1943. These 
applications represent $127,575,186 of 
insurance. Applications to the number 
of 9,996 representing $22,053,494 have 
been disapproved. 


High Court Turns 


Down Tax Plea 


W ASHINGTON—The U.S. Supreme 
Court has denied the petition of Equi- 
table Society which had asked the court 
squarely to consider the question of 
whether excess interest paid on supple- 
mentary contracts not involving life con- 
tingencies is subject to the deduction in 
the old income tax law under the reserve 
earnings provision or as interest paid on 
indebtedness. The Supreme Court re- 
cently decided to review only the second 
of two questions involved, it being if 
Equitable is not entitled to the reserve 
deduction claimed is it entitled to a de- 
duction as interest paid on indebtedness? 
The first question which the Supreme 
Court declined to review was whether 
the reserve for supplementary contracts 
not involving life contingencies is a re- 
serve fund for which a deduction is pro- 
vided in the old revenue act. 

Equitable Society, in petitioning the 
supreme court to enter a new order 
agreeing to consider both questions, de- 
clared that in agreeing to hear only the 
second question the court assumed but 
did not decide that the deduction in- 
tended for supplementary contracts is in- 
terest paid on indebtedness. The court’s 
action, according to the petition, con- 
tinues the uncertainty which has existed. 
For 14 years, according to Equitable So- 
ciety, the regulations consistently held 
that the proper deduction for supple- 
mentary contracts is the reserve deduc- 
tion but later the regulations were 
changed to hold that the deduction was 
for interest paid on indebtedness. 

Equitable states that the primary 
question has been raised in two cases 
in the U. S. tax court; it is being raised 
in two cases about to be instituted in 
the federal court and will probably be 
raised in at least three other cases. 

The court, however, cannot settle the 
matter for other litigants and “may give 
scant justice’ to Equitable to determine 


Peoria Life Lien Waiver 
Provision Is Extended 





The provision in the reinsurance con- 
tract that liens on Peoria Life policies 
shall not be de- 
ducted from death 
claims occurring 
prior to Dec. 31, 
1943, has been ex- 
tended until Dec. 
31, 1948, by Alli- 
ance Life of Chi- 
cago, the rein- 
suring company. 
President M. A. 
Kern of Alliance 
Life states that by 
careful manage- 
ment of the Peoria 
Life fund Alliance 
Life has been con- 
sistently able to re- 
duce liens on the 
policies each year 
in addition to waiving liens on death 
claims. Alliance Life officers concluded 
that the waiver of lien in death cases 
could be extended for another five years 
and the court and Illinois department 
approved the plan. Definite announce- 
ment of the exact percentage of lien 
reduction that could be effected as of 
Jan. 1, 1944, will be announced later. 





Kern 


M. A. 








how a deduction for supplementary con- 
tracts may be computed under the inter- 
est paid on indebtedness section without 
first determining whether the deduction 
provided by that section is the one 
intended for supplementary contracts, the 
petition asserted. 


America’s 68,000,000 life policyholders 
are making an important contribution to 
the war effort. The investment of pol- 
icyholders’ reserves in U. S. government 
bonds now averages more than $180 
per policyholder. 








research study disclosed. 


because it is an intangible. 


life 


mathematics of our business. 


insurance does. 
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WILLIAM H. KINGSLEY 
Chairman ef the Board 





The Same Reality 


One of the problems in our great American industrial fac- 


tories engaged in war work is that of turnover in manpower. 


A wartime article in the Saturday Evening Post tells what 
When in one shop the turnover and 
absenteeism were unusually low, the reason was found that 
in this shop airplanes were completed—‘‘men working there 
could actually see and touch a weapon which would soon fight 
for victory,” whereas in other shops mere parts of the planes 


were constructed, “and the men had none of the same reality.” 


It is often said of life insurance that it is difficult to sell 
But it is the job of an under- 
writer to bring to his client some feeling of the reality of what 


People are seldom interested in the 


insurance is the claim check. 


action, as given in case histories, are invaluable tools. 
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THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


The greatest salesman of life 


Stories of life insurance in 


+ 


JOHN A. STEVENSON 
President 

















Actuarial Material | 
Needed for Guertin 
Setup Nearly Ready 


The joint Actuarial Society-American 
Institute committee on CSO monetary 
tables is constructing a comprehensive 
set of tables to facilitate the calculation 
of net premiums, reserves and non-for- 
feiture values by the commissioners 
1941 standard ordinary mortality table. 
_ It is planned to issue tables at seven 
interest rates and the committee hopes 
that these volumes may be ready for 
distribution by mid-summer of 1944. 
The interest rates are 2%, 214, 2%, 234 
3, 314, 3%. 

Each volume will consist of about 150 
pages and will contain certain elemen- 
tary values, commutation columns. net 
level annual premiums for 27 plans of 
insurance; first year and renewal net 
premiums by the commissioners reserve 
valuation method for the same plans; 
adjusted premiums under the standard 
non-forfeiture valuation law for the 
same plans; net single premiums; sur- 
render option tables. 

The price for each complete set will 
be $25. In order to maintain this price 
the committee has determined upon a 
minimum order of one complete set for 
each company desiring copies. Single 
volumes may be ordered in addition at 
$4. Individuals and institutions other 
than insurance companies may order 
one or more volumes or complete sets. 

The committee plans to prepare and 
distribute, in due course, tables of mean 
and terminal reserves on the net level 
basis and on the commissioners valua- 
tion method, and of minimum non-for- 
feiture values, at various rates of inter- 
est. 

These tables will provide companies 
and insurance departments with the ba- 
sic data on which studies of their own 
problems may be made well in advance 
of the time when the use of the new 
mortality table and non-forfeiture pro- 
visions based thereon may become ef- 
fective, which is contemplated for 1948. 

It was realized in the business that 
the material required including elemen- 
tary actuarial functions, premiums, re- 
serves, the so-called adjusted premiums 
and non-forfeiture values on the pro- 
posed new standard laws would be 
much more voluminous than heretofore 
required and that much of this would 
be needed by the companies at as early 
a date as possible in order to give them 
time to make the needed studies for 
their own use. After considering the 
great volume of material needed, the 
general shortage of skilled technical help 
and the rush character of the good part 
of this material, it appeared improbable 
of having the work done unless it were 
done bv a general cooperative effort 
through the companies. This commit- 
tee was appointed for that purpose. It 
is headed by T. A. Phillips, president 
of Minneapolis Mutual. 

After determining, by canvass of the 
companies, the material which was likely 
to be needed, the form and content of 
the various volumes were decided upon, 
the actuarial formulae to be used were 
fixed so as to provide for uniformity in 
calculations and then the work of com- 
putation was distributed through about 
40 companies. Following this the ma- 
terial is then assembled and arranged 
for the printer. 


, 


Los Angeles Seminar Jan. 28 


The Los Angeles C. L. U. chapter 
will hold a seminar meeting Jan. 28, fol- 
lowed by dinner and a stag party. Mar- 
tin L. Scott of Scott & Co. and Howard 
Neal of Mutual Benefit Life will speak 
on pension trusts. Warren H. Day, New 
York Life; D. M. Brigham, Northwest- 
ern Mutual, and John F. Curtis, Massa- 
chusetts Mutual Life, will conduct a 
panel discussion of plans and sales ideas 
for 1944. 
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Wantiond ustlevennitt Koons Many 


Over 65 from Retiring 





At the end of the fiscal year of 1943 
assets of the Social Security Board’s old 
age and survivors trust fund totaled 
$4,300,000,000, a gain of more than a 
billion for the year. The fund has 
$4,200,000,000 invested in government 
obligations at 2.258% average interest. 
In defending the need for maintaining 
a surplus the report points out that 
during the first years old age benefits 
are comparatively light. W artime em- 
ployment opportunities have kept. many 
eligible for benefits working. It is esti- 
mated that 600,000 insured workers over 
65 are continuing to work, while 119,410 
formerly receiving benefits have gone 
back to work. A sharp rise in old age 
benefit expenditures is predicted after 
the war. 


The board estimates that there are 
from 10 to 11.7 million self-employed 
not now under the act as well as four 
to five million agricultural workers, 2 to 
2.2 million in domestic service and 6.7 
to 7.4 civilian government workers. The 
financial independence of the self-em- 
ployed is “largely illusory,” the report 
holds, especially since many small busi- 
nesses have been seriously affected by 
the war. 

Extension of coverage to self-em- 
ployed through a stamp system would 
not entail serious administrative difficul- 
ties, the board holds. 

Provisions for protecting 
curity rights of those in 
forces are suggested. 

The report favors changing the retire- 


social se- 
the armed 
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INCOME AT AGE CONTRACTS 


NT INSURANCE 


WHERE TO GET THE BEST INFORMATION — QUICKLY 


Under today’s difficult sales conditions Connecticut General can 


help more than ever by making available to those on the firing 


line accurate, authoritative information on the many forms of 


insurance available through the Company. 


The list 1s broad 


and covers every personal insurance need you are apt to meet. 


Connecticut General representatives are as close as your 


telephone and will be glad to give you their help 


on 


answering questions of coverage or in helping you prepare com- 


plete client plans. 


You will find that it pays in time saving and 


in final profitable results to let a Connecticut General represen- 


tative add his service facilities to your organization of personal 


sales efforts. 


Connecticut General’s broad sub-standard 
life program offers you a real opportunity 


SUB-STANDARD 
LIFE COVERAGE 


duce your rejection 


considers 


to enlarge the scope of your market and re- 


The Company 
to 


rate. 


sub-standard life contracts 


cover mortality rated up 500% (five times 


the normal mortality rate). 


CONNECTICOT 
GENEKAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 





LIFE INSURANCE, ACCIDENT 
AND HEALTH INSURANCE, 
SALARY ALLOTMENT INSUR- 
ANCE AND ANNUITIES. ALL 
FORMS OF GROUP INSUR- 
ANCE AND GROUP ANNUITIES. 





ment age for women from 65 to 60 as 
wives are often younger than their hus- 
bands and employed women are not able 
to work as long as men as a rule. Be- 
cause of the obvious difficulties regard- 
ing checking on school attendance for 
children 16 and 17, the board favors 
dropping this qualification for benefits 
of children below 18. 

The desirability of permanent and 
total disability benefits is stressed by the 
board as well as coverage for short term 
disability. The report favors the exten- 
sion provisions of the Wagner-Murray- 
Dingell bill, although it only casually 
mentions the increase in maximum bene- 
fits and does not go into detail on this 
point. “Free choice of doctors or hos- 
pital” is urged and the Wagner public 
health program is not amplified. 

Old age and survivors taxes totaled 
$1,100,000,000, a 26% increase. Expen- 
ditures for benefits and administration 
increased 29% to $176,800,000. Admin- 
istrative costs totaled $27,500,000, or 38 
cents per employe account compared to 
42 cents in 1942. 

Approximately 73% of all wages and 


salaries in 1942 were paid in employ- 
ment covered by social security. Tax- 
able wages (the first $3,000) totaled 


$52,600,000,000 or an average of $1,176 
per worker. From April to June tax- 
able wages were double those for the 
same period in 1940. 

There were 676,000 beneficiaries at the 
end of fiscal year (June 30, 1943), of 
whom 284,000 were retired workers, 
84,000 wives of retired workers, 202,000 
children of deceased workers, 38,000 
widows over 65, 65,000 young widows 
and 3,000 parents. Survivors received 
44% of the payments in June, retired 
workers 42% and wives and children of 
retired workers 14%. There were 28% 
more survivors receiving benefits in 
June as compared to June, 1942, and 
19% retired workers. There were 118,000 
lump sum payments during the year. 

Benefits during the fiscal year totaled 


$155,700,000, 57% going to retired work- 


ers, 32% to survivors and 11% for lump 
sum payments. 

The average survivor benefit was 
$34.28 a month for widows: with one 
child and $46.38 for widows with two 
children, Dependent parents average 
$14.84. 


Defends 12% Tax 


In favoring a 12% social security tax, 
the board holds that the increase for em- 
ployes to 6% does not exceed the pres- 
ent average annual cost of medical care 
among wage earners. Admitting that 
12% may not prove adequate in the fu- 
ture, the report favors the excess cost 
being born by the government. 

Immediate expansion of the social se- 
curity program is urged to take advan- 
tage of the current record-breaking em- 
ployment and earnings. 

All types of social insurance should 
contain specific provisions for wives, 
widows and dependent children as well 
as the insured worker, the report points 
out. Economy of operation is stressed 
in its argument that all social insurance 
should be nationalized. 

The report can be secured from the 
U. S. Government Printing Office, 
Washington, for 20 cents. 


ISSUE OF TAX INCREASE 


WASHINGTON —The freezing of 
social security taxes at 1% for 1944 and 
extension of the social security system 
promise to be live issues. In contrast 
to the Senate’s action in extending the 
freeze to 1944, President Roosevelt in 
his annual budget message urged Con- 
gress to “unfreeze” the tax and let it go 
to 2% each payable by employer and 
employed. 


The House committee on ways and 


means considered the Senate’s “freeze” 
proposal at a public hearing, where it 
was opposed by Arthur J. Altmeyer, 


chairman Social Security Board. 

In his budget message the President 
urged extension of federal old-age and 
survivors insurance to groups not now 
covered. 

Expansion of the federal system of 


Drastic Insurance Measures 
Before Committees of Mo. 
Constitutional Convention 


Committees of the Missouri constitu- 
tional convention now in session are 
expected to report within the next 60 
days on proposals before them, which 
include two drastic measures relating to 
all branches of insurance. The first 
would make it mandatory to invest at 
least 50% of their reserves on all their 
business not merely that in Missouri— 
in Missouri mortgages or in_ state, 


county or municipal securities of Mis. | 


souri. Bonds of Misouri 
would not count. 

The other measure, which would af- 
fect other corporations as well as in. 
surers, provides that every out-of-state 
corporation shall be considered, for pur- 
poses of jurisdiction, a citizen of Mis. 
souri. Apparently the aim is to prevent 
corporations from outside the state tak- 
ing suits into federal court on the basis 
of diversity of citizenship. Evidently 
the framers of the proposal feel that the 


corporations 


proposed wording would get around the © 
U. S. Supreme Court decision of a gen. | 


eration ago that attempts to prevent 
transfer of cases to the federal courts 
violate the federal constitution. 








social security to disability benefits was | 


again suggested by the President. He 
also recommended federal unemploy- 
ment allowances for returning veterans, 
maritime workers, and temporarily, to 
government warworkers under certain 
circumstances. 


However, the budget estimates do not f 


appear to include any provision for funds 
for new or additional forms of benefits 


for veterans nor for social security ex- 7 


tension along lines above indicated. 

Senator Murray of Montana, one of 
the sponsors of the administration so- 
cial security extension bill, has put into 
the “Congressional Record” recent ad- 
dresses in support of the health, medical 
care and hospital features of the pro- 
gram by I. S. Falk of the Social Secur- 
ity Board staff, and Dr. J. W. Mountin, 
U. S. Public Health Service. 


The Little Gem answers thousands of 
field questions that confront agents 
every day. $2.50 singly from National 
Underwriter. 








FOR GROUP-TRAINED MEN 


If you are trained and experienced | 


in Group and not subject to the 
draft, and 


If you want a permanent salaried 
post with the growing Group De- 
partment of an aggressive, grow- 
ing Life Company, then 


Submit your experience record and 
qualifications in confidence to: 


T-93, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 
Immediate posts open for two home 
office group representatives — in 
Cincinnati and Detroit—with future 
opportunities by no means limited 
to those cities. 


Training in all group coverages 
desirable, but not essential. 


Write now! 
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Equitable of a 
Agency Heads Learn 
of 1943 Record 


Fifty-six general agents of Equitable 
Life of Iowa held a two day business 
conference at the home office, under the 
leadership of Ray E. Fuller, agency vice- 
president. 

President F. W. Hubbell reported that 
1943 sales totaled $76,093,883, the larg- 
est production of the last 13 years, and 
that life insurance in force is $658,929 ,697. 

Assets were increased in 1943 by $20,- 
457,659 to $255,957,963. In spite of the 
continued decline in interest earnings on 


new investments the interest earning 
was 3.6%, which was only .02 less than 
in 1942, 


Mortality experience continued to be 
exceptionally favorable, the ratio being 
only 41.1. Mr. Hubbell said that insur- 
ers have only begun to feel the impact of 
war deaths in that as yet a relatively 
small proportion of the armed forces 
have been in actual contact with the 
enemy. The 1943 war death claims totaled 
$173,871, approximately twice what they 
were in 1942, and he predicted that there 
will be an increased number in 1944. 

After setting aside $2,628,023 for divi- 
dends to policyholders, surplus was in- 
creased by $1,397,111, bringing the total 
capital and surplus to $12,707,149. 

There are 272 members of the field 
organization in military service or in im- 
portant war work, and 63 home office 
employes now in active military service. 

Investments in government bonds 
were increased during the year by more 
than $28,000,000, to a total of more than 
$70,800,000. He appealed to the general 
agents to give wholehearted support to 
the fourth war loan drive. 





Postpone Milwaukee 48-Hour 
Work Week Till Feb. 5 


MILWAUKEE —The deadline has 
been postponed from Jan. 16 to Feb. 5 
for application of the 48-hour work week 
in the Milwaukee district. This was 
done, according to the war manpower 
commission, because employers needed 
extra time to adjust themselves to the 
48-hour schedule. 

Most of the insurance offices already 
had filed applications for modification of 
the order, asking for a 40-hour work 
week. The insurance committee has 
advised the various offices that the 
WMC will mail no written approval or 
acknowledgment of requests for exemp- 
tion from the 48-hour week, and that 
such requests for exemption may be 
considered approved as applied for unless 
notification to the contrary is received 
from WMC. The committee also sug- 
gests that insurance offices adjust their 
hours to the weekly schedule requested 
in the application to the WMC as soon 
as possible. 





Group Annuity for U. S. Chamber 


WASHINGTON—The U. S. ‘Cham- 
ber of Commerce has announced a re- 
tirement income plan for its employes 
through Equitable Society, contingent 
upon 75% of eligible employes applying 
for participation. 

Employes are eligible to participate 
after two years’ continuous service and 
attaining age 30, provided they are then 
under 65. Participation is optional for 
employes as of Dec. 1, 1943, but required 
of those employed afterwards. 

The chamber pays the entire cost of 
past service credits and shares in cost 
of future service credits. Participants 
will contribute toward future credits 
21%4% of salaries oo to $250 a month, 
414% exceeding $250 up to a total of 
$833.33. 

If employment is terminated other 
than by death prior to retirement, par- 
ticipant may choose to have his own con- 
tributions returned with interest or to 
receive, commencing at retirement date, 
the income purchased by his contribu- 
tions. In case of death before retire- 





ment, the beneficiary will get the sum 
of participant’s contributions, with in- 
terest. 





War Bond Activities 


NEW YORK—Much activity in life 
home offices in New York is in evidence 





in the promotion of the fourth war loan 
campaign. At Equitable Society, the 
campaign got under way with a rally at- 
tended by 4,500 which was addressed by | 
T. I. Parkinson, president. A. P. Car- 
roll, head of the home office purchasing 
division, is chairman for the activities, 
R. C. Johnson, assistant vice-president, 
was chairman of a rally attended by 
4,000 at New York Life at which the H 
speakers were G. L. Harrison, president, 
and G. F. Lambert, gunner’s mate, sec- 
ond class, who has been on two ships 
sunk by enemy action. William Leon- 
ard, president of the company’s Good- 
fellowship club and Miss Florence Mc- | 
Entee, president of the women’s club, | 
urged fellow employes to volunteer their | 
services. i 
The entire force of Mutual Life home | 
office employes are organized as sales- 
men with minimum quotas of 5 sales for 
$500. The work is under J. S. Myrick, | 
2nd vice-president. A huge thermometer | 
and blown up war pictures with war | 
bond captions are featured. i 


——— 
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GENERAL AGENT AT DE- 
TROIT FOR THE UNION 
CENTRAL, LIKES THE 
THINGS WE DO ATR &R 
SO WELL THAT ON NEW 
YEAR’S DAY HE TOOK HIS 
PEN IN HAND TO TELL 
US SO. _— 


“MAY I thank you and your 
associates for the wonderful job 
you are doing for the life insur- 
ance fraternity. I do not see i 
how any right-thinking general 
agent can do without your serv- 
ice. Again and again I hear the 
oft-repeated remark, ‘R & R 
certainly is on the job, thinking 
ahead of the field and helping 


” 
keep all of us on the beam.’ 
* * * 


EQUALLY PLEASING was a ' 
little note from CLYDE E. 
POWELL, New York Life at 
Seattle, who says— 


*® ARTHUR P. SHUGG, 
i 


* * * é 
“I DID NOT like the letter- i 
heads you sent me, but since ' 


your efforts were so sincere I 
used them anyway. You did 
everything possible—and_ the 
way you go out of your way to 
serve your members is another 
reason why I like R & R.” 


* * * 
LETTERS SUCH AS THESE 
make me say to myself, “I 
would not trade my job for any 
other one in the world!” 


PAUL SPEICHER 
Managing Edit 


THE INSURANCE 
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‘To the men who are 
‘all through buying hfe insurance 














We are speaking, primarily, to men and women who own substantial estates. 


















The point we think you’d be interested in is this: if the bulk of your estate will be left un- 


der a testamentary will with today’s taxes, costs, delays and uncertainties, wouldn’t it be wiser 





to switch more of your estate into the contractual will which is a life insurance policy? In 

this way, a known amount of cash would flow into your estate at once. 
Records prove that not more than 25% of testamentary 
wills provide sufficient cash for taxes, administrative and 
other clean-up expenses. 

This is an alarming fact and many men who were “all through buying life 

insurance” have been thankful indeed for this new opportunity of life in- 

surance to serve them, and, to guarantee the security of their loved ones. 


See a Northwestern Mutual agent now—or, if you wish send for— 


A booklet on the subject — without cost 
The booklet, “Have You Streamlined Your Estate?’’ pictures in graphic fashion 
up-to-date information on the estate tax situation. Here are 
typical examples of estates from $15,000 up, with 
probate and other estate costs. The booklet shows a ae 
alternative methods of meeting the vital need for sensible 


estate liquidity. A copy is yours for the asking. Just fill in and 


send the inquiry form below. 


INQUIRY FORM 


The Northwestern Mutual Life Insurance Company 
Milwaukee 2, Wisconsin 


Gentlemen: 
Please send me a copy of your booklet, “Have You Streamlined Your Estate?’’ This 
places me under no obligation. 


NAME = Ror 





ADDRESS a ee a _ 





Ciry AND SraTa SS ae ; : 


In 


| 
| 
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deuuds Agency in 
Chicago Session 


President M. B. Brainard of Aetna 
Life and two of his chief executive offi- 
cers from the home office spoke at the 
annual agency conference of the R. S. 
Edwards amen. Mg Chicago Thursday. 
These were W. Dallas, vice-president 
in charge of Re raced who gave 
some slants on present day underwriting 
problems, and R. B. Coolidge, superin- 
tendent of agencies, who discussed sell- 
ing in 1944. President Brainard gave a 
picture of the Aetna Life’s splendid 
financial position and the results 
achieved in the last year. 

There was an afternoon session in 
which J. N. Mulligan of Minneapolis 
took up “Programming”; W. J. Scher- 
gens, supervisor Indianapolis, told of 
“Savings Plans,” and Arthur J. Higgins, 
agency supervisor of Aetna Casualty in 
Chicago, talked on “Accident, Health & 
Hospitalization.” 


Group Round Table 


There also was a period devoted to 
the group department in Chicago headed 
py Clark Smaha, district supervisor. Mr. 
Smaha presided over a forum on group 
insurance which was participated in by 
his associates. An open forum also was 
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held on the Aetna’s “Estate Control” 
plan and social security, with Al H. 
Rieckman, supervisor, Chicago, in charge. 

Paul M. Williams, assistant general 
agent, introduced the speakers in the 
business session. 

At night there was a_ get-together 
hour followed by dinner. Art Hicks, 
Joliet, Ill, was toastmaster. He and 
Rudolph Le Boy, Chicago, have qualified 
for 14 years consecutively for the “Old 
Guard” of agents winning attendance at 
regional conventions. The dinner was 
under auspices of the Big 10, leading 
agents’ organization in the agency. 

Out-of-town guests included three gen- 
eral agents who graduated from the Chi- 
cago agency; F. H. Plaisted, St. Louis; 
A. H. Hiatt, Jr., Minneapolis, and R. J. 
Curry, South Bend. Paul W. Simpson, 
Indianapolis general agent, was a guest, 
as were: George Tramel, manager, and 
D. K. Weiser, assistant manager Aetna 
Casualty, and department executives of 
the Aetna Life’s fire insurance opera- 
tions. 


Decatur Ill. Agent Is Leader 


C. S. Huffman, a member of the C. C. 
Clouse, Decatur, IIl., agency of the 
Bankers Life of Des Moines, topped its 
agents in 1943 with $1,003,000 of insur- 
ance. He was president of the Premier 
Club for 1942-43. He wrote 195 appli- 
cations averaging $5,220. 


Clothing Workers Union 
Forms Amalgamated Life 
& Health in New York 


NEW YORK—Organization of Amal- 
gamated Life & Health, Amalgamated 
Clothing Workers Union insurer, has 
been completed and it will shortly com- 
mence operations with $300,000 capital 
and $125,000 paid-in surplus. It will pro- 
vide life, accident and health coverage 
for the 100,000 members of the union. 
Amalgamated Insurance Fund, trustee 
for the reserves which have been built 
up prior to organization, now has $4,500,- 
000 accumulated for that purpose. 

Officers of Amalgamated Life & 
Health are Sidney Hillman, president 
and chairman; P. H. Reiss, vice-chair- 
man; Hyman Blumberg, vice- president; 
John Abt, secretary, and J. S. Potofsky, 
treasurer. All are identified with the 
union except Mr. Reiss, who represents 
the Clothing Manufacturers Association. 

Since Aug. 15, J. J. Schoaff, manager 
and assistant secretary of Amalgamated 
Life & Health of Chicago, which pro- 
vides similar coverage for members of 
the union in the Chicago area, has been 
spending most of his time in New York 
assisting in the organization work. 





The Little Gem shows both new and 
old settlement option incomes, $2.50 from 
National Underwriter. 





Areas 
OPEN 


FOR 





These Market 





GENERAL 
AGENCY 
DEVELOPMENT 


If you are now living in or near any 
one of the above cities and are ambitious 
for a General Agency opportunity in 
your home territory (which your pres- 
ent company is unable to give you), 


THE LINCOLN NATIONAL LIFE 
INSURANCE 


Fort Wayne 








WATCH THIS 
SPACE 
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Geared To Help Its Fieldmen 


More Than $1,425,000,000 of Insurance in Force. 


Dayton, Ohio 
Harrisburg, Pennsylvania 
Memphis, Tennessee 
Erie, Pennsylvania 
Raleigh, North Carolina 
Wichita, Kansas 
Philadelphia, Pennsylvania 


Fort Worth, Texas 


write for details of the Lincoln Na- 


tional Life’s plan. 
opportunity open to you will be sent in 


confidence without obligation. 


COMPANY 


An outline of the 


Indiana 








M peal Prognone 


Favors Agent 


NEW YORK—Medical progress is all 
in favor of the agent, Dr. B. C. Syver- 
son, assistant medical director of Equit- 
able Society, told the Life Supervisors 
Association. Great changes have oc- 
curred in the past 10 to 15 years and 
more will occur in the next 10 to 15 
to make more people eligible for insur- 
ance. 

At the present, study is being given 
brain tumors. He said that formerly 
these cases were declined, but it has 
been found that many brain tumors are 
benign and that approximately 50% off 
the cases now are taken at standard rates 
within a short time of the operation. 

Blood pressure, he said, is nothing but 
a symptom, and, conditions of the mo- 
ment may produce fictional readings. 
Business men should be examined early 
in the morning, he said. The vice-presi- 
dent of a firm being examined for a 
large amount of insurance had a reading 
of 165. When the application arrived at 
the home office, the medical department 
requested another test. When it was 
taken, blood pressure was normal. The 
applicant said he had fired two of his 
important men shortly before the first 
examination. Temperature may be im- 
portant in high blood pressure. The ap- 
plicant may have an infection and pro- 
ducea high pressure as in the recent epi- 
demic of flu and colds, yet a little later, 
the blood pressure reading may be nor- 
mal and the earlier high pressure is not 
even reported. 

Many cases, that show the presence of 
albumen now are accepted at standard 
rates, he said. Heart murmurs now are 
not regarded as particularly significant 
in many cases. So much irregularity of 


heart action is functional, he said. f 


No two cases are exactly alike, he / 
said, and the more the agent knows | 
about medicine, the easier it is for the 
doctor. He suggested the association 
invite medical department representa- 
tives to talk on various medical problems 
in which they were interested. 

George Bobbe, Guardian Life, and 
Harold Cronin, Prudential, were elected 
directors of the association. 


State Mutual President 
Honored on Coast Tour 


President George A. White of State 
Mutual Life was the honor guest at a 
luncheon given by Roy Ray Roberts, 
Los Angeles general agent. President 
Asa V. Call of Pacific Mutual Life 
introduced Mr. White. 

Referring to lapsation of government 
insurance after the former war, he said 
people do not come in and buy life 
insurance, but that the life agents must 
go out and sell it. He defended adher- 
ence to present mortality tables, and 
said the policyholder pays no more for 
his protection than he would if the mor- 
tality tables were modernized. He said | 
borrowing on policies is one of the most 
important causes for lapsation of poli- f 
cies. 

A luncheon was given for Mr. White 
and R. H. Denny, superintendent of 
agencies, in San Francisco. Henry Dra- 
bin, general agent there, was in charge 
of arrangements. 








Tax Deduction Bill Cited ; 
WASHINGTON—On the first active | 


day of the Congress session since the 
holidays, Representative Wickersham of 
Oklahoma reminded his colleagues that 
he had introduced H. R. 3736 providing 
for deduction of life insurance premiums 
from income tax returns, up to 10% of 
net income or $1,000, whichever is the 
lesser. 

“An individual’s family, estate taxes, 
and inheritance taxes should be pro- 
tected by life insurance,” Wickersham 
said. 

Deductions that would be allowable un- 
der his bill are premiums on policies on 
the taxpayer’s own life, or of his spouse, 
or upon the life of any of his dependents. | 
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English Life Insurance Year 


Has Many U. S. 


A review of the 1943 life insurance 
year, which appeared in the “Review” of 
London, is interesting to American in- 
surance people because it shows the 
emergence of parallel problems during 
the war period in both countries. 

“The year which now falls to be re- 
viewed runs from November, 1942, and, 
potentially at least, was as momentous as 
any that life insurance has experienced,” 
the article reads. “It began in the 
shadow of the Kennet committee report, 
which, in spite of the tributes it paid to 
insurance and insurance staffs for their 
readiness to do all in their power to help 
in the war effort, went a long way to- 
wards creating an unfortunate atmos- 
phere. 

“For one thing, it encouraged the pub- 
lic to think that in seeking new business 
the offices were doing something preju- 
dicial to the nation’s interests, something 
which in the circumstances of the times 
was reprehensible, and it thus added a 
chapter to the legend of impropriety 
which in one way and another and with 
varying motives had already been aris- 
ing. For another thing, by so drastically 
interfering in the internal affairs of the 
offices it moved a step farther along the 
road to permanent government control; 
and it created dissension in the ranks of 
the offices themselves just at a time 
when close agreement and co-operation 
was most to be desired. 


Released No Manpower 


“Against that it is safe to say it ef- 
fected nothing in the way of freeing man 
and woman power for the national effort 
which might not have been more easily 
and healthfully achieved by other means. 
Indeed, it seems not unlikely that in the 
long run, judging the report solely upon 
the basis of what it was intended to do, 
it will have defeated its own ends. For 
once an outsider, knowing next to noth- 
ing of the internal economy of a busi- 
ness, as to which he has been required to 
suggest action, interferes so drastically 
and definitely in the domestic affairs of 
the concern as did this committee, it will 
be no surprise if the business feels itself 
relieved of the necessity of making fur- 
ther efforts on its own account. It may 
well take the line that having done all 
that has been required of it by the gov- 
ernment, after government representa- 
tives have had opportunity to study the 
problem themselves; the matter may be 
considered closed and the problem 
solved, in so far as it is capable of solu- 
tion. Had the committee not taken the 
line it did; had it instead laid down the 
numbers of men and women to be re- 
leased within a specified period and left 
it to the offices to decide how this was 
to be done, it might have been better for 
both insurance and for the nation. For 
it is probable that as compared with 
some other businesses, and certainly as 
compared with what has been done in 
some other countries, the limit of the 
effort insurance might make has not yet 
been reached. 


Prejudice Is Revealed 


“The rather antagonistical attitude of 
the Kennet committee towards insurance 
—and however well it may have been 
disguised that seems not an_ unfair 
description—was very much on a par 
with the attitude which about this time 
developed in the behavior of the public 
and the authorities towards the great 
Periodical war savings campaigns, which 
had in the preceding year been known as 
Warship Weeks. Instead of giving in- 
surance offices credit for the splendid 
part they had played in making these 
weeks such remarkable successes, the au- 
thorities were saying that participation 
by insurance in them had resulted in a 
glorious romp. Steps, we were given to 
understand, were to be taken so to alter 
the conditions of the contests as to pre- 
vent insurance and other institutional 
investors taking a hand in them. The con- 


Parallels 


tests were to be confined to small invest- 
ors so that all the money saved should 
represent real individual effort. What 
has happened in the past twelve months 
is all the comment necessary on that 
score. The contests under a new name 


—Wings for Victory Weeks—have pro- 
ceeded as before, and once again insur- 
ance offices have played a most impor- 
tant part in making them successful. 
“At the time of which we are now 
writing, however, these results still lay 
in the future. On top of the Kennet 
committee report and the rather absurd 
agitation over the war savings cam- 
paigns there now came the Beveridge re- 
port, which was to stir up much more 
unfair and uninformed criticism of the 
business, and which, were all of its pro- 


posals with regard to insurance to be 
given effect to, would cripple, if indeed 
it did not totally destroy, ome of its larg- 
est branches. 

“Tt is interesting to note in passing 
how the publication of this report has 
been followed by a year of persistent 
propaganda in its favor conducted by its 
author, but the lines of inquiry this sug- 
gests lie outside our province here, al- 
though the fact certainly is part of the 
insurance history of the past 12 months. 

(CONTINUED ON LAST PAGE) 
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are looking toward the future that will 
arise out of this present chaotic world. The war 
has made them a little more serious ...a little more far- 
sighted ...a little more determined. They will want to secure them- 
selves and their loved ones against destiny’s unexpected plans for them. 
Life Insurance is far more than a temporary safeguard. It is a way 
of life that can begin at birth and continue throughout the many, many 
years of growing up... working... marrying ... rearing a family until 
eventual retirement. 
There are many different kinds of life insurance to fit our every need: 
Juvenile Insurance for our children to secure for them the education that will 
be so necessary in the post-war world . . . Mortgage Redemption Insurance 
to secure the home we spent years in planning . . . Family Protection / 
Insurance to secure our loved ones against need in our absence . . . 
Retirement Income Insurance to make our later years secure. These are 
just a few of the numerous insurance plans the BERKSHIRE 
TRIANGLE PATTERN offers! f 
The Berkshire Life —by keeping in pace with the times 4 
—will enable American men and women and 
children to chart a Secure Course of 


FAMILY PROTECTION 


Ah ow Berkshire Asoia 


LIFE 








People today 


complete Protection! 
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HARRISON L. AMBER, President - PITTSFIELD, MASSACHUSETTS 
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Interest in Supreme Court Story 


THE NATIONAL UNDERWRITER has re- 
ceived many expressions from readers 
concerning the story of the hearing 
before the United States Supreme Court 
Tuesday of last week in the S.E.U.A. 
case, where the issue was whether insur- 
ance is commerce or not, written by 
James C. O’Connor, associate editor of 
the publication, editor of the ‘Fire, 
Casualty & Surety Bulletins,” attorney, 
and member of the Chicago bar. Real- 
izing the great importance of the occa- 


sion, THE NATIONAL UNDERWRITER sent 
Mr. O’Connor to Washington to cover 
the hearing, inasmuch as he has had 
both legal and newspaper training. 

Most of the favorable expressions 
mentioned the human interest features 
that Mr. O’Connor injected into his cor- 
respondence. Particularly were relished 
his thumbnail descriptions of the jus- 
tices, their questions and what might be 
termed the highlights of the session 
aside from the actual arguments. 


Report on Social Security Bill 


Insurance men have been very pro- 
foundly impressed by the report made 
by the special committee on_ social 
security of the New York State Cham- 
ber of Commerce denouncing the Wag- 
ner-Murray-Dingell bill before Congress 
which would amend the social security 
act to include hospitalization, accident 
and sickness, disability, etc., and which 
the report said would increase taxes 
materially. In fact, if this bill passes, 
payroll taxes will reach 12% of the first 
$3,000 of income and would add 12 to 15 
billion dollars yearly to the national 
expenditures following the war, which is 
a staggering sum to be imposed on the 
taxpayers with the tremendous burden 


that will fall on all due to the war. 
This bill is patterned somewhat after 
the Beveridge report to Parliament in 
Great Britain. 


In connection with these New Deal 
measures the man on the street has 


not counted the cost. Such tremendous 
additions to the national expense natur- 
ally will have to be paid and the burden 
will fall very widely on the people. 

The New York Board of Trade there- 
fore has rendered a public service in 
making a study of this act and then 
expressing frankly its views. This is a 
non-partisan study of a proposed law 
that has delved deeply into statistics and 
costs. 











PERSONAL SIDE OF THE BUSINESS 





Phinehas Prouty, Jr., Los Angeles 
general agent of Connecticut Mutual 
Life, is now a grandfather. 

Roy Sheldon of the Russell L. Hoghe 
agency of Equitable Life of Iowa in Los 
Angeles was the leading agent of the 
company nation-wide for 1943. 

President P. K. Lutken of Lamar Life 
of Jackson, Miss., has been appointed a 
director of the Jackson State National 
Bank of that city. Maj. W. C. Wells, 
vice-president and general counsel of 
Lamar Life, is a director as is C. L. 
Foust of the Lamar Life executive com- 
mittee. 

G. W. Jones, vice-president and agency 
superintendent of Victory Mutual Life in 
charge of its New York office, has been 
obliged to go to a hospital for an in- 
definite stay. 

The Texas Prudential house organ 
runs a cut of Mrs. H. Kempner, mother 
of President §. E. Kempner, who on 
Jan. 1 celebrated her 92nd birthday. She 
was born in Cincinnati in 1852. After 
her marriage to Harris Kempner the 
family moved to Galveston and they had 
11 children, eight of whom are living. 

John M. Fraser, New York general 


agent, celebrated his 25th anniversary 
with Connecticut Mutual Jan. 10. 
He started with the Fraser & Abry 


agency in New York after serving in the 


navy during the former war. He became 
supervisor and in 1929 general agent, act- 
ing with his brother, Peter M. Fraser. 
In 1930 he sold Roy Howard, president 
of Scripps, Howard, $4 million of insur- 
ance. The same year, when Peter Fra- 
ser was elected vice-president of Con- 
necticut Mutual, John Fraser became 
sole general agent of the company’s 
largest agency. In 1943, the agency con- 
tinued its unbroken record of leading all 
Connecticut Mutual offices. It has $120,- 
000,000 of insurance in force. 

W. H. Andrews, Jr., Jefferson Stand- 
ard, Greensboro, vice-president of the 
National Association of Life Underwrit- 
ers, and Mrs. Andrews attended the 
christening at Charleston, S. C., of the 
destroyer escort ‘“Kephart” which was 
named for a Greensboro boy who lost 
his life on Guadalcanal. Mr, Andrews 
appeared as executive vice-chairman of 
the North Carolina war finance com- 
mittee. 

George Yahn, Janesville, Wis., agent 
of New York Life, has completed 1,002 
consecutive weeks of weekly produc- 
tion. 

Gordon H, Campbell, general agent of 
Aetna Life at Little Rock, has been 
elected a director of Commercial Na- 
tional Bank of Little Rock. 

Karl B. Korrady, the new assistant to 
the president of Central Life of Chicago, 




















“NO LUCK, DEAR— 1 CALLED OUR INSURAIVCE. AGENT | 
AND HE SAID,‘ THE POLICY STATES VERY SPECIFICALLY | 


at at the head office in 
Chicago this week. Mr. and Mrs. Kor- 
rady will reside at the Homestead in Ev- 
anston, III. 

Ted Widing of the Louis F. Paret 
agency of Provident Mutual Life in 
Camden and Philadelphia led the com- 
pany in paid-for business for 1943. 

A. M. Burton, president of Life & 
Casualty, has given $120,000 in securities 
to David Liscomb College, Nashville. 
Mr. Burton recently gave $50,000 in 
cash to the Nashville Christian Institute, 
a school for Negroes. 

C. C. Nash, formerly an associate 
editor of THE NATIONAL UNDERWRITER, is 
co-author of an article on life insurance 
in the January issue of “Successful 
Farming.” Titled, “A Future in Dol- 
lars and Sense,” the article is entirely 
in question and answer form. The ques- 
tions deal with various typical situations 
faced by farmers where life insurance 
can be helpful. 


William Trost, 82, Union Central Life 
agent at Louisville, died at the Jewish 
Hospital there 

Allen B. Buck, 64, a former superin- 
tendent for Prudential in Philadelphia, 
died in Atlantic City. 

Arthur G, Gilmour, general agent of 
Midland Mutual Life in Pittsburgh, died 
there after a protracted illness. Burial 
was at Lebanon, O., where he was born. 

John R. Irby, manager of Prudential 
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25 


years until| 
his retirement in 1930 because of illness, & 
died in Birmingham, Ala., after a linger- 
ing illness. 

Dr. David M. Haste, 71, assistant sec- 
retary of Columbian Mutual Life of | 
Memphis, died following a heart attack. 
He had been with the company 22 years. 

James G. McMahon, formerly with 
Ohio State Life, died in Washington, 
D. C., where he held a government po- 
sition. He was home office representa- 
tive from 1919-1931 and then El Paso, | 
Tex., general agent for a number of! 
years. ; 


comceaenesamae ence 


Wisconsin Ruling on Taxation | 

Dividends received from life insurance 
policies are not taxable unless they ex- 
ceed the premiums paid, Circuit Judge 
Reis of Madison, Wis., ruled in appeal 
ot a Madison accountant from decision} 
of the Wisconsin state board of tax ap- 
peals. His action affirmed the board of! 
tax appeals on the insurance policy divi- | 
dends and another item, but reversed it | 
on another item relating to an out-of- 
state contract. 





Commissioners’ Dates Now Definite 


The National Association of Insur- 
ance Commissioners will hold its any 
nual convention June 14-17, at the 


Edgewater Beach Hotel, Chicago, it has | 
now been definitely decided, according | 
to an announcement bv Commissioner | 
Read of Oklahoma, secretary. Dates | 
and place were decided at the winter | 
meeting in New York, subject to secur- 
ing proper hotel accommodations. 
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NEWS OF THE COMPANIES 





National Life 
Shows Many Plus 
Signs in Statement 


National Life of Vermont in its new 
annual statement reports assets of $268,- 
948,832, increase $17,700,954. Life insur- 
ance policy reserves total $162,533,357, 
increase $8,432,734. Annuity reserves 
are $50,094,829, increase $4,200,260. Part 
of the increase is voluntary so as to 
place all annuity paying contracts on a 
3% interest basis. Surplus, including 
$2,000,000 contingency reserve, is $12,- 
999,470, increase $951,341. Net interest 
earnings were 3.62 as compared with 
3.67 in 1942 and 3.61 in 1941. There is 
no bond that is in default either as to 
principal or interest. 

Insurance in force is $641,482,966, in- 
crease $26,494,410. New sales totaled 
$47,643,733 or 15.4% greater than in 
1942. The ratio of actual to tabular 
mortality was 48. Purchases of gov- 
ernment bonds and FHA loans exceeded 
the premium income by $3,295,943. Mar- 
ket value of bonds exceeds by $3,568,532 
the book value. 


United Benefit Is 
Licensed in N. Y. 


United Benefit Life of Omaha has 
been licensed in New York to write 
life, health and accident insurance. It 
now operates in all of the 48 states ex- 
cept Massachusetts, the District of Co- 
lumbia, Alaska and Hawaii. 

United Benefit was organized in 1926 
by the officers, managers and salesmen 
of Mutual Benefit Health & Accident. It 
has $1,000,000 capital and $1,000,000 sur- 
plus. 

At the close of its 10th year of opera- 
tion, it had more than $100,000,000 of 
paid-for ordinary life insurance in force. 


Its growth the past three years in insur- 
ance in force has been as follows: 1941, 
$202,786,472; 1942, $240,951,011; 1943, 
$278,070,893. 

United Benefit’s business in New 


York City is under the supervision of 
Juergens-Edgeworth, 102 Maiden Lane. 
There also are offices at Albany, Roch- 
ester, Buffalo, Utica, Syracuse and 
White Plains. 

The central western companies licensed 
in New York are Northwestern Mutual 
Life, Equitable of Iowa, Bankers of 
Iowa, Union Central Life, Mutual Trust 
Life, Victory Mutual Life of Chicago, 
Old Republic Credit Life of Chicago. 


Acacia Sales Set 
New High Record 


Acacia Mutual’s agents in honoring 
President William Montgomery on his 
golden anniversary, produced the great- 
est volume of business in history. 

The increase of insurance in force was 
more than $46 million, which was the 
largest in history, and exceeded by 
112% the record of 1942. The total is 
$514 million, which is $14 million more 
than the goal. New insurance paid for 
was more than $67 million, exceeding by 
50% the record of 1942. 

Assets were greater than $120 mil- 
lion, an increase of $10 million. 

The average annual production rate of 
all agents was $231,000, which was the 
largest in history and perhaps the high- 
est of any company. 





Continental Assurance 
Has Handsome Increase 


Continental Assurance of Chicago has 
reached an all-time high as respects paid 
for business in force, $443,429;979, an 
increase of $40,611,240, or over 10% in 


1942. It was the largest increase in 
insurance in force since organization 
except for 1941, during which year an 
unusually large group risk was written. 
Of the increase, well over 40% of new 
ordinary business was of the participat- 
ing type. In the ordinary department 
the lapses and terminations were re- 
markably low. 





General American Life 
Makes Annual Report 


The net earnings of General American 
Life for 1943 amounted to $2,405,804, as 
compared to $2,167,793 in 1942, increase 
10.9%. The directors appropriated $270,- 
000 out of earnings to retire an addi- 
tional 4,500 shares of stock in mutualiza- 
tion, which results in increasing the 
stock retired in mutualization to 71.75% 
of the original outstanding stock. 

The company maintained a net aver- 
age yield on its mean ledger assets in 
1943 of 4.37% as compared to 4.39% in 
1942. 

United States government holdings 
amounted to $30,179,147, increase of 
$8,336,366. With cash totalling $10,225,- 
140 and other bonds $6,721,879 total cash 
and bonds amounted to $47,126,194. 
President Head states that the company 
proposed to purchase an additional $5,- 
000,000 of government securities during 
the current Fourth War Loan drive. 

After distributing $4,089,000 in reduc- 
‘tion of liens on reinsured policies total 





resources amounted to $134,705,486. In- 

surance in force was $749,893,236 and 

payments to policyholders and other 

beneficiaries totaled $14,303,126. 

Northwestern Mutual 

Shows Fine Increase 
Northwestern Mutual Life made a 


gain of $130,997,000 of insurance in force 
in 1943, the ‘total standing at $4,257,440,- 
000. New business totalled $227,373,- 
951, increase 11% for the year. Hobart 
& Oates, Chicago, led all agencies in 
bupiness produced and showed a gain 
over the preceding year of 24%. R.M. 
Hefter was the leading personal pro- 
ducer in that agency and E. C. Hoelscher 
ranked second. Henry W. Shedd led the 
agency in number of lives insured. 


World of Omaha Gains 


A. & H. premium volume of World of 
Omaha last year from direct reporting 
agencies exceeded $1,400,000, which was 
a 70% increase over 1942. The premium 
income from the Brotherhood of Rail- 
way Trainmen reinsurance amounted to 
$900,000, which was considerably less 
than in 1942 due to the fact that the 
brotherhood is gradually assuming the 
liability under more. and more of its 
own policies. 

During the year a reinsurance contract 
similar to that of the brotherhood was 
entered into with Supreme Forest of 
Woodmen Circle. 

There is $1,350,000 life insurance in 
force chiefly the result of reinsurance. 
Assets exceeded $1,750,000, an increase 
of $650,000 for the year. 


_COMPANY MEN 














John Hancock Field 
Setup Revised 


John Hancock Mutual's industrial de- 
partment has integrated its department 
of field training and the regional organ- 
ization of field supervisors, and super- 
visors of field training become regional 
supervisors. 

The present west central regional ter- 
ritory will be divided and the western 
section will retain the designation ‘‘west 
central.” 

Robert E. Bagot, now field supervisor, 


has been appointed regional manager of 
the newly constituted north central ter- 
ritory, and Leo Sexton, formerly re- 
gional supervisor in northern New Eng- 
land, will be transferred to the north 
central territory. Edwin P. Gunn, for- 
merly district supervisor at Quincy, 
Mass., will succeed Mr. Sexton a$ re- 
gional supervisor in the northern New 
England territory. 


Frederick in Charge on 
Coast for Security L. & A. 


George W. Frederick has been ap- 
pointed assistant superintendent of agen- 
cies of Security Life & Accident for the 
Pacific Coast. Mr. Frederick has been 
with the company more than a year as 
home office supervisor for California. 


Folz Associate Actuary of 
Western & Southern 


Directors of Western & Southern Life 
have promoted Clifford H. Folz to asso- 
ciate actuary. He is an alumnus of Uni- 
versity of Michigan, class of 1922. He 
entered the life insurance business upon 
receiving his degree and went with 


them! 
income. 
Pian B. $5 


income. 


income. 





Western & Southern in February, 1933, 
as manager of the policy loan depart- 
ment. In 1936 he was promoted to as- 
sistant secretary and in 1937 was made 
assistant actuary. He is a member of 
the American Institute of Actuaries. 


Kelsey with John Hancock 
as Executive Assistant 


Robert P. Kelsey has joined John 
Hancock Mutual Life as executive as- 
sistant. He will direct and facilitate the 
services of John Hancock in the inter- 
ests of those concerns with which it has 
client relationships. 

Mr. Kelsey entered business with the 
Youth’s Companion, of which his father 
was publisher. Since 1926 he has been 
with the Purse Company, financial ad- 
vertisers, for the past 12 years as vice- 
president in charge of the Boston office. 


Van Patten to Am. Reserve 


Charles E. Van Patten, who was for- 
merly agency supervisor in the Chicago 
branch of Occidental Life of Los An- 
geles, has joined American Reserve Life 
of yj ior as special home office assist- 
ant. He started in the business with 
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“How's Your Son 


Getting On?” 


Life insurance men offer a 
commodity far more enduring 
than any made of wood or stone 
or steel. It deals largely with 
the lives it protects. 


To begin an interview on life 
insurance with “How’s your 
son getting on?” is to get at 
once to the heart of the subject. 
The to protecting 
that son, or daughter, under a 


transition 


guarantee that their education 
and welfare will be taken care 
of, through life insurance, is 
easy. 


In these exciting times it is 
of importance to remember that 
plans for the education and pro- 
tection of children, through life 
insurance, are being continued 
and strengthened by each pre- 
mium payment throughout 
America. 


No wonder our Government 
assigns life insurance a promi- 
nent place today on its list of 


ways in which the public’s 
money may be properly ex- 
pended. 


New England 
Mutual 


Life Insurance Company 


THE FIRST MUTUAL LIFE INSURANCE 
COMPANY CHARTERED IN AMERICA « 1835 


Lincoln Liberty Life, then became vice- 
president of Union National Life, later 
was agency executive of Central Life of 
Chicago and in 1942 went with Occiden- 
tal Life, first in the group department 
and then as agency supervisor. 























Am. Mutual Agency 
Heads Confer; Hear 
Cheering Reports 


Substantial gains in 1943 in new paid 
for business, total in force and new pre- 
mium income were announced by Vice- 
president H. S. McConachie of Ameri- 
can Mutual Life at the general agents 
conference at the home office. 

New paid for business was 
greater than for 1942, increasing 
ance in force to $91,115,557. 

Membership in the production clubs 
was the highest in history with 35 quali- 
fying for the Pioneer Club, 19 for the 
Pacemaker Club and 15 for President’s 
Club. 

The production trophy for the agency 
excelling in all departments was pre- 
sented to J, D. Serrill, manager of the 
Minnesota state agency, who wins per- 
manent possession of the trophy, having 
won it for the two previous years. 

A. D. Fogarty, Des Moines general 
agent, became president of the Produc- 
tion Clubs. R. M. Threlkeld, Sr., Ce- 
dar Rapids general agent, is vice-presi- 
dent. 

The 1944 general agents advisory 
council consists of Mr. Fogarty, chair- 
man; F. O. Gregg, Dallas, secretary; 
Mr. Serrill; John W. Rock, St. Louis, 
and Wm. Hemman, Los Angeles. 


12.8% 
insur- 





Midwest Managers of 
Sun Life, Canada, Meet 


At the annual meeting of 16 branch 
managers of Sun Life of Canada from 
Pennsylvania, Illinois, Ohio and Michi- 
gan in Chicago, W. S. Penny, home of- 
fice director of agencies, said the public 
today demands a better type agent, an 
agency organization with less turnover 
so that the agent who sold the policy 
initially would be there year after year 
to service it, better selection of agents, 
better trained agents, and more regu- 
larly compensated agents. No one com- 
pany has found the answer to the com- 
pensation problem, he said, but the 
answer will come by companies trying 
various plans until they hit upon the 
right one. He cited the success of the 
Sun Life program which has resulted in 
increased total earnings for agents and 
a substantial increase in average earn- 
ings. 

E. P. Higgins, superintendent of sales 
promotion, said that post-war planning 
in other businesses makes it imperative 
that such plans in life insurance be made 
now. There will be a big demand for 
salesmen and the other industries are 
devising improved selling methods. 
While not employing many men now, 
Sun Life is planning to be ready to go 
as soon as men can be had, he said. 

Seth C. H. Taylor, superintendent of 
agencies, presided at the gethering, 
which consisted of three days of meet- 
ings and two days of discussion. F. S. 
Mount, inspector of agencies, and E. W. 
Crowe, assistant actuary, also attended 
from the head office. 


Missouri B. M. A. Agents 
Hold Sales Meeting 


At the meeting of Missouri agents of 
Business Men’s Assurance in Kansas 
City, Manager R. J. Costigan reported 
the group had its largest year in 1943. 
President W. T. Grant said that the 
company had exceeded previous pro- 
duction records during the year. There 
is three times as much money available 





as at the beginning of the war, he said, 
and war bonds and insurance are prac- 
tically the only outlet for the investment 
of these funds. Although there are 
plenty of problems, he predicted that 
1944 would be a fine year for life busi- 
ness and urged agents to build a sub- 
stantial renewal account to hedge 
against the day when business may not 
be so good. 

Mr. Costigan led a round table on 
selling ideas. Kenneth W. Stockton, 
Kansas City, explained his educational 
insurance presentation which he_ has 
used successfully in the past year. He 
asks the father of a child how much he 
plans to save for the child’s education 
by the time he is 18. If the answer is 
$2,500, Mr. Stockton explains that this 
would require the saving of $11.60 a 
month. Under the company’s educa- 
tional contract, a saving of $12 per 
month would guarantee that the educa- 
tional plan could not be disrupted by 
death or disability and in addition, if 
the child dies, there is a graded benefit 
ranging up to $2,500. He points out 
that the parent always receives a re- 
minder of his obligation to save through 
the premium notices and will not be 
tempted to neglect the plan. If the 
child does not go to college, the parent 
retains full control of the contract until 
the child is 21 and at maturity may elect 
to receive $2,500 in cash, a paid up con- 
tract of substantial size, or a $2,500 paid 
up life contract plus a sizable cash pay- 
ment. 


_NEW YOR 


DUNSMORE 





AGENCY’S INCREASE 

A 26% increase in commissions paid 
agents in 1943 over 1942 is shown by the 
W. J. Dunsmore agency of Equitable 
Society in New York. Of its 25 men 20 
men are production club members who 
averaged $2,951 in first year commis- 
sions. Only one man is not a club mem- 
ber; three are in the army and one man 
is in a war industry, 


BRANCH RICKEY FEATURED 


A stirring appeal for all-out support 
on the home front to be worthy of the 
sacrifices made by the men in the armed 
forces was made by Branch Rickey, 
president of the Brooklyn Dodgers, in 
addressing the New York City Life Un- 
derwriters Association. 

The annual sales congress will be held 
March 9 and an attendance of 1,000 is 
expected, Osborne Bethea, general agent 
Penn Mutual and chairman of arrange- 
ments, announced. 

D. H. Ward, Union Central president, 
introduced the following at the speakers’ 
table: C. D. Connell, general agent 
Provident Mutual and recently elected 
secretary of the National Association of 
Life Underwriters; J. E. Rutherford, 
executive vice-president, and W. E. Bar- 
ton, Union Central, treasurer of N. A. 
L. U.; H. J. Johnson, president Institute 
of Life Insurance; V. P. Whitsitt, man- 
ager Life Presidents Association, and J. 
A McLain, president Guardian Life and 
American Life Convention. 

Mr. Rickey and Mr. McLain were 
neighbors in Ohio when Mr. Rickey 
played on the Ohio Wesleyan baseball 
team and Mr. McLain was mascot. Mr. 
Rickey also kept his automobile in the 
McLains’ barn. 





YOUNGMAN AGENCY’S RECORD 


The A. V. Youngman agency of Mu- 
tual Benefit Life in New York produced 
$7,346,845 last year, ranking third for 
the company. Production included $2,- 
200,000 of business life insurance, $2,- 
690,000 of programming and estate plan- 
ning coverage, $1,160,000 of pension 
trust business on 11 cases, and $1,290,000 
of miscellaneous types of business. J. W. 
Currie, Million Dollar Round Table 
member, led in volume. E..F. Lion led 
in number of lives. 





Be sure to specify the Little Gem Life 
Chart, when asking your home office for 
a new up-to-date reference book. 
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RAINBOWS |— 
END . | Has 
i 
Ag 
“Peace and rest at length have | . 
Coens, resign 
All the day’s long toil is past, 
And each heart is whispering baie 
any earso 
‘Home, home at last. North’ 
tual L 
: sonal © 
“When this war is over I'll be a Bynit - 
better man than when I came into  Fairch 
the Service. This is the place to fam 
learn things. Civilian life is going to | chien 
seem very simple compared to this. } heen 
You might tell the Gang that I wish | with \ 
that all I had was the problems they — 
are confronted with each day. Tell } (i*, 
them to put in a full day each day. | jn ; 
Making a living selling life insurance | insura: 
is really a pleasure and they should = 
realize it.” pase 
This was written home by “Babe” | _, I 
LeVoir of the Twin City Agency of } wl m 
the Bankers Life Company of Des } that’ w 
Moines, on U. S. Navy duty abroad. poeiden 
e Myr. 
“Babe” played championship } almost 
football at the University of Minne- Pad ir 
sota in 1934, 1935 and 1936 (all 
three years the Golden Gophers were | went 
undefeated) and was an All-Big-Ten | of Na 
quarterback. He worked his way bea the 
through the University. He was a le 
: : premit 
star salesman of the Twin City 
Agency. The war, terrible as it is, is 
teaching him to be a still better man. Siow 
ial for D 
“T'Il be back and when I do—look 4 
out. I'm through fooling. ome 


This was written home by “‘Pete”™ 
Woodward, another ace salesman of 
the Twin City Agency, who came to 
the Bankers Life in 1936 and was a 
big producer. He’s going to,do still 
better when he comes back from 
fighting overseas. 

kk * 


Scores of other letters, from life 
insurance salesmen fighting on land | 
and in the sea and air, express simi- 
lar sentiments. We who are fighting 
on the home front must keep that 
same faith while we wait with what 
patience we can. 


We are fighting on a battleground 
at home, too; against inflation and 
unpreparedness for the new condi- } 
tions that Peace will bring; and to! 
keep the home world worthy of the § 
men who preserved it on foreign bat- 7 
tlefields. We are all enlisted. 


xkakerk 


The Fourth War Loan campaign | 
opens January 18th. The Bankers | 
Life Company subscribed for a block | 
of $21,000,000 of War Bonds in the | 
Third War Loan campaign. Count- | 
ing this subscription, the Bankers § 
Life now has a total investment of 
$120,004,000 in U. S. Government 


Bonds. 
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LIFE AGENCY CHANGES 





Hasek with Pearson 
‘Agency, Nw. Mutual 


KANSAS CITY—Sam C. Pearson 
has announced that E. A. Hasek has 
| resigned as general 

agent of National 
Life of Vermont 
here to join. the 
Pearson agency of 
Northwestern Mu- 
tual Life as a per- 
sonal producer and 
unit manager. C, 
Fairchild Gill, Wil- 
liam T. Swinney, 
Jr, and John A. 
Schirmer, who have 
been associated 
with Mr. Hasek for 
several years, con- 
tinue their associa- 
tion with him under the new setup. 

In addition to the production of life 
| insurance, Mr. Hasek and his associates 
| will specialize as they have in the past 
lin tax analysis work as it affects life 
insurance and annuities, and in pension 
‘trust business. Until March 1, the unit 
\will have its offices in the present loca- 
Ftion, 2300 Bryant building, but after 
© that will set up offices in the R. A. Long 
‘building with the Pearson agency. 

' Mr. Hasek has been in life insurance 
‘almost 20 years, starting with National 
' Life in Cedar Rapids. He attended the 
New York University course in life in- 
surance and taxes in 1924, and in 1929 
went to Kansas City as general agent 
of National Life. In 1935 he qualified 
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+ | for the Million Dollar Round Table, and 


his agency was the company leader in 


premium volume that year. 





' Sioux City Manager 


for Northwestern Nat'l 


A. ls: 
Sioux City, 


Dallager, the new manager at 
Ia., for Northwestern Na- 


tional Life, was 

formerly agency 
i supervisor for 
e Equitable Life of 


Iowa, He has had 
three years experi- 
ence in the life in- 
surance business. 
Previously he was 
coach of athletics 
at Buena Vista 
College at Storm 
Lake, Ia. and at 
Denison high 
school. Mr. Dalla- 
ger graduated from 
Coe College. 

Northwestern National is concentrat- 
ing special attention on development 
work in Iowa and Carl A. Peterson, su- 
pervisor of agencies, has been placed in 
charge of the state. 


- Dallager 





o| Ives & Myrick Agency of 
_N. Y. Makes Changes 


H, D. Basler, agency organizer in the 
Rochester agency of Mutual Life since 
1935, has been named supervising assist- 
ant in the Ives & Myrick agency of that 


company in New York City. Emil 
Lawson, senior supervising assistant, 


was promoted to assistant to the man- 
succeeding Paul Orr. C. J. Bues- 


supervising assistant, and Ken- 
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neth Kells, senior clerk, advances to as- 
sistant cashier. 

Mr. Basler joined Mutual Life as an 
agent at Elmira, N. Y., in 1931 under 
District Manager Howard Dailey. In 
1934 he transferred to Geneva, N. Y., 
and in 1935 was appointed agency or- 
ganizer at Rochester, N. Y. 

Richard E,. Myer, agency manager, an- 
nounced the changes at a luncheon for 
agents and office personnel. He re- 
ported 21 full-time agents under con- 
tract two or more years showed 62% 
gain in volume and 53% gain in first 
year commissions over 1942 and that the 
agency as a whole recorded nine “plus” 
months out of 12 in volume of new busi- 
ness. 

Joseph Cousins led in volume and ap- 
plications, Frank Foster second; J. A 
Ezra led in accomplishment over objec- 
tive and George Levin, second. 





Hubbard Cleveland Group Head 


Charles C. Hubbard has been ap- 
pointed district supervisor of the Trav- 
elers group department at Cleveland. T. 
J. Leahy will assist him as home office 
group representative. Mr. Hubbard for- 
merly was with the John street, New 
York City, office. 

The Cleveland branch of Travelers 
showed a 400% increase in n¢w group 
life insurance in 1943, according to R. 
J. Waugh, manager of the life depart- 
ment. 


St. John with Mutual Trust 


Lorn R, St. John has been named gen- 
eral agent at Bloomington, IIl., by Mu- 
tual Trust Life, covering three counties. 
He succeeds J. P. Harrison, who is now 
a captain in the army air force. Mr. St. 
John was with Prudential at Kankakee 
for 11 years, lately as assistant superin- 
tendent. 








Sternberg and Esterkin Named 


M. J. Sternberg and Albert A. Ester- 
kin have been appointed general agents 
at Columbus by Bankers National Life 
of New Jersey. They also operate the 
Marcus A. Wolf agency there. Mr. 
Sternberg has been a local agent for a 
number of years and Mr. Esterkin for- 
merly was connected with Metropolitan 
Life as an assistant manager. 

The Marcus A. Wolf agency has been 
appointed general agent by National 
Casualty. 





Meyer Regional Supervisor 


John G. S. Meyer, formerly assistant 
manager at Jamaica, N. Y., for John 
Hancock Mutual, has been appointed re- 
gional supervisor in the east central ter- 
ritory. 





Howells Joins Northern Life 


E. H. Howells, Utah deputy commis- 
sioner, has resigned to become district 
manager in Salt. Lake City of Northern 
Life of Seattle. He succeeds George W. 
Cox, who becomes special representative 
at Midvale, Utah. Mr. Howells has 
been with the department since Nov. 15, 
1942. Before that he was with Pruden- 
tial there. No successor has thus far 
been named. 





Motschenbacher to Portland 


V. T. Motschenbacher, manager of 
Sun Life in San Francisco from 1935 un- 
til last year when he resigned because of 
ill health, will make his headquarters in 
Portland, specializing in personal pro- 
duction. He served Sun Life at New Or- 
leans as manager before going to San 
Francisco. 





Metropolitan’s Coast Shifts 


W. H. Cannon, who has been with 
Metropolitan Life in the Pacific north- 
west, has been transferred to San Fran- 
cisco as manager of the San Francisco 
office. account formerly managed by 
Glen J. Birk. Mr. Birk becomes man- 


ager of the San Francisco district office 
formerly under George H. Beine. 


. B. Lang Wins Promotion 


Harold B. Lang, assistant superinten- 
dent of a Milwaukee district office of 
Prudential and with the company since 
1929, has been named a district superin- 
tendent at Minneapolis. 





Blumberg Is Robbins Associate 


George Blumberg has been named as- 
sociate general agent of the Joseph D. 
Robbins agency of Manhattan Life, New 
York City. Mr. Blumberg has served in 
both houses of the New York assembly. 
After leaving the senate Mr. Blumberg 
entered general insurance, and has been 
a consistently successful producer of life 
business. 





Confederation Life has appointed J. A. 
LaFleur manager in Kingston, Ont. He 
formerly was district organizer in To- 
ronto. 








Widow Defrauder Caught 


LOUISVILLE — Jake M. Landau, 
who has been sought by police and in- 
surance interests for several years here 
and in nearby states, has been arrested. 
He made a practice of informing widows 
about insurance policies their husbands 


Waco Partnership 








A. M. Bradbury 


John F. Popp 


A. M. Bradbury and John F. Popp, 
operating as Bradbury & Popp, have 
been appointed general agents by Gen- 
eral American Life in Waco and sur- 
rounding Texas counties. Mr. Popp is 
resuming life insurance work after ten 
months in the army, from which he re- 
cently was given an honorable dis- 
charge. 











were supposed to have, collecting $9.95 
to $29.95 from them to bring the policy 
up to date. He used at least 35 differ- 
ent names. 
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Guarantee Mutual Life 


Company - Omaha, Nebr. 


PRELIMINARY STATEMENT 
As of January |, 1944 





NEW PAID BUSINESS DURING 1943 
MORE THAN $19,000,000 


INSURANCE IN FORCE 


MORE THAN $164,500,000 


ADMITTED ASSETS 
MORE THAN 


SURPLUS FUNDS 
MORE THAN 


$32,500,000 a 


$3,500,000 


1943 RESULTS 


Insurance Gained 


Assets Increased 


Surplus Increased 


$12,900,000 
$3,000,000 +- 
$350,000 + 





PAID POLICYOWNERS AND 
BENEFICIARIES SINCE ORGANIZATION 
MORE THAN $43,000,000 
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_AS SEEN FROM CHICAGO 





REPORTS 230% INCREASE 

Armand C. Pfaff of Griffin, Ingram & 
Pfaff, Chicago general agency of Equi- 
table of Iowa, reports a 30% increase 


in paid production for 1943, finishing 
11th country-wide. Carl Spahn was 
leading producer and E. J. Faltysek was 
second. Paul T. Price led in lives. 
Eight men of the agency are now in 
service. 

PENSION TRUST BUSINESS 


The pension trust business is still go- 
ing very strong in Chicago and more 
cases are being written than ever. Asa 
matter of fact, the cases now being 
closed adhere very closely to the federal 
regulations. Those writing this busi- 
ness are now quite well informed as to 
what can and cannot be done. The fed- 
eral authorities were suspicious of any 
case where it was thought a special deal 
was made for officers, directors or large 
stockholders. The thought was that this 
was a tricky way of taking money out of 
the business and avoiding tax. 

Now with a number of cases passed 
on the experts writing them are quite 


to profitable 


AGENCY 
BUILDING 


Liberal First 
Year and Renewal 
Commissions 


security as one of our 
general agents, write 
Harry S. M nachie, 
Supt. of Agents. 


i& en 


Des Moin s lowa 


Insurance 





sure of their ground and never get into 
any trouble unless they do something 
“funny.” While there may be quite a 
lapse ratio after the war a great number 
of producers say that inasmuch as the 
employers have established these pen- 
sion trusts in order to maintain the 
morale and confidence of their employes 
it will be necessary for them to keep 
them up. Many companies shy at this 
business, first, because of the investment 
feature and next because they anticipate 
a high lapse ratio. Those that have been 
writing it consistently, however, are 
keeping it up. A number of life men have 
become authorities on pension trusts. 

It is realized that the government is 
encouraging any form of retirement 
funds, pensions, etc., especially for the 
lower income brackets. Therefore when 
a pension trust is established along cor- 
rect lines the government is glad to see 
if put into effect, 

The by-product of writing a pension 
trust is the individual life insurance that 
is sold to many connected with the es- 
tablishment or institution. The agent 
has access to the payroll, sees when pro- 
motions are made and salaries are in- 
creased. He thus has a number of 
prospects at once. While pension trusts 
require considerable service after they 
are written the emoluments come in the 
way of personal business written in con- 
nection with the trust. 

Some agents who are not writing pen- 
sion trusts say that they have in a way 
interfered with people taking life insur- 
ance that otherwise would do so. They 
raise the point that with the social se- 
curity and the pension trust they are 
thoroughly well fortified and protected. 
CHICAGO DIRECTORY OUT 

The Chicago Insurance Telephone Di- 
rectory is being distributed by Tue 
NATIONAL UNpERWRITER’S Chicago office. 
This includes not only the offices in the 
Insurance Exchange but outside of the 
building. The price is $1. 


TO CONFER ON PENSION PLANS 

A special meeting for agents and gen- 
eral agents on the subject of pension 
trusts and profit sharing trusts will be 
held by Connecticut Mutual Life, Jan. 
24, at the Edgewater Beach hotel, Chi- 
cago. A similar meeting for men in the 
east was held in New York. At these 
meetings special attention is given to 
the company’s ordinary life pension trust 


plan. The meeting at Chicago will be 
handled by V. B. Coffin, vice-president 
and superintendent of agencies, E. 
Starr, supervisor of employe insurance 
plans, and R. W. Stockton, agency as- 
sistant, 





RAPPAPORT AGENCY IS FIFTH 


The Earle S. Rappaport general 
agency of Pacific Mutual Life in Chi- 
cago finished fifth countrywide among 


that company’s general agencies in 1943 
although it was started from scratch not 
quite five years ago. Its anniversary 
will be Feb. 15. In actual paid life pro- 
duction, annuity credits and credits for 
accident and health business the agency 
paid for approximately $2,800,000 last 
year. Eugene I. Rappaport, brother of 
the general agent, paid for more than 
$1,000,000 in 1948 including a large 
amount of annuities and surplus lines 
which were placed outside the Pacific 
Mutual. In his own company Mr. Rap- 
paport placed $733,000 face amount 
credit of life insurance plus annuity 
credit. Both brothers are holders of the 
C.L.U. designation and are brilliant life 
insurance salesmen. 


TO CHICAGO 


MOORE ASSIGNED 
Myron B. Moore has been appointed 
regional group supervisor by Bankers 


Life of Iowa in Chicago. He was trans- 
ferred from Detroit, where he held a 
similar position with the company. Mr. 
Moore at one time was connected with 
the life department of Marsh & McLen- 
nan in Chicago and Indianapolis. In 
Chicago he succeeds Henry Morris, who 


recently underwent an eye operation 
and is recuperating. Mr. Morris is to 
be assigned to the home office group de- 
partment as soon as he is able to work. 
The Chicago group department, which 
was in the quarters of the Marquis Bow- 
man general agency, has been moved to 
offices immediately adjoining but is 
served through the agency’s telephone 
switchboard. 


SCHWEMM™’S VOLUME $11,000,000 


More than $11,000,000 of paid volume 
was recorded by the Earl M. Schwemm 


‘agency of Great-West Life at Chicago 


in 1943, a 74% gain over 1942. Written 
business last year exceeded $15,500,000. 
The agency led all Great-West’s agen- 
cies in the United States and Canada for 
the sixth successive year. Business in 
force in the Chicago branch gained more 
than $8,500,000 last year, Mr. Schwemm 
reported. January production continued 
high, with indications new paid for total 
in “the month will exceed $4,000, 000, due 
to a very large written business in De- 
cember. New paid for volume to date 
in January exceeds total paid volume in 
all of 1937. 


James Schofield and L. W. S. Chap- 
man of the Sales Research Bureau con- 
ducted a two-day training school for 
American Mutual Life managers in Des 
Moines. 


Directs Election Among 
Metropolitan St. Louis Men 


WASHINGTON—In a case arising 
between Metropolitan Life and United 
Office & Professional Workers of 
America, CIO, Local 40, the National 
Labor Relations Board has directed that 
an election be held within 30 days under 
the supervision of the board’s regional 
director among agents in its 13 St. Louis 
offices and the office at Clayton, Mo. 

Last August the union requested 
recognition as exclusive representative 
for those agents but Metropolitan con- 
tended that the unit was inappropriate 
and questioned the union’s claim to rep- 
resent a majority of the agents. 

The company sug ggested that no unit 
less than state- wide in scope should be 
found appropriate for bargaining. The 
union admitted it would prefer a state- 
wide unit, but it was said to be imprac- 
ticable to organize one on account of 
manpower, etc. 

The NLRB found that organization 
of the agents on a state-wide basis does 
not appear to be imminent. The com- 
pany contended the St. Louis unit would 
not be appropriate because it does not 
conform to any administrative division 
of company operations. The board 
points out this would be true also of a 
state-wide unit. The company’s terri- 
torial division “E” includes Missouri, 

\rkansas, Iowa, Kansas, Nebraska and 
Oklahoma and contains 51 district 
offices, NLRB says. 

The board states that ‘ ‘experience has 
shown that it is feasible for an insur- 
ance company to bargain collectively on 
the basis of units which are state-wide 
in scope, even though such units do not 
correspond to any organizational unit of 
the company.” The board states that 
a year ago Metropolitan contended it 
could not bargain on a state-wide basis. 
The board said that in other cases it 
has held a local group of employes to 
be an appropriate bargaining unit. 

Also in dispute was whether “can- 
vassing agents” should be included 
within the bargaining unit. The NLRB 
concluded that “most, if not all, of the 
matters likely to become the subjects of 
collective bargaining on behalf of the 
company’s agents are of as great con- 
cern to the canvassing agents as to the 
regular agents,” and therefore, included 
them in the unit. This was opposed by 
the union, favored by Metropolitan. 

Canvassing agents are those that do 
not have an established debit. They con- 
sist of disabled former agents that have 
returned and are waiting until an estab- 
lished debit becomes available; former 
agents on military leave who return and 
new employes for whom there is no 
available debit. 
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POLICIES 


Atlantic Life Rate 
Scale Increased 





Atlantic Life has put in effect a new! 


increased premium rate schedule. The 
advance applies to all plans except term, 

Retirement income endowment 55 and 
guaranteed income 55, which recently 
again were made available, are incorpo- 
rated in the new rate manual, which in 
arrangement is basically the same as be. 


fore. The “Accumulator,” a 20 pay life 
contract with an annually increasing face 
sum amounting to 150% of _ initial’ 


amount end of 20 years, is shown in the | 
manual. At the end of the 20 yea! 
period, the insured has options of cash, 
paid up life policy and cash, or with.) 
drawing half the initial face amount | 
cash and continuing policy for full inj 
tial amount at an adjusted premium, 

Settlement option C, life income, is 
placed on a 244% interest basis, bringing 
all settlement options in line with pres- 
ent conditions. The new premium rates 
on a number of contracts are: 


tet. 
Ret. Ine. 

O14 Ince. 60 Accu. 

Sel. 20P. End. 65 Fe- mula-. 
Age Risk Life Age 65 Male pl tor 
10 7 - A +: 36 $22.4 
15 $12.29 . 1.4 8.94 26. 78 $30. 64 
20 3. i : fe 32.32 33.31 
21 f . f . ; 
22 ; i i x 4 
23 24, i ts 2 a 
24 8 \. < A aH 
25 z : - 3 
26 i < ‘ ‘ fi 
27 is if : i “a Af 
28 A kK 2 ‘ 6 5 
29 f . J f 2 
30 : : .20 33. : 11 
31 R x F ij 8 
32 3 ls ' z A “1 
34 i F ; § i 4 
35 5 . : ‘i F At 
36 : a - é : 3! 
37 A . x i L. Al 
3 : : £ ; y 4 
39 é .§ 5. x i 5 
40 a ‘ ’ 3 i Ri 
41 a A : ae ; 
42 i A 1.5 : i 52.1) 
43 29.10 38.78 43.86 62.54106.13 53.4) 
44 30.30 39.82 46.44 66.52 114.40 54.7 
45 31.55 40.91 49.27 70.97123.48 56.11 
46 32.87 42.05 52.46 75.91 . 57.55 
47 34.28 43.25 55.90 81.37 59.04 
48 85.78 44.52 59.59 87.41 60.5! 
49 37.38 45.86 63. 53 94.07 62.21 
50 39.07 47.26 67.73 101.39 63.87 
51 40.85 48.73 es 
52 42.73 50.28 
58 44.72 51.92 
54 46.81 53.66 
55 49.02 55.50 
60 62.33 66.61 


Liberty National Higher 
Rate Scale Is Shown 


The increased premium rates of Lib 
erty National Life are shown below # 
quinquennial ages for a number of poli! 
cies. Cash values are little increase 
Interest assumption in settlement of 
tions was reduced from 3% to 3%. 





0.1. 20P. 
Econ. hey Risk End. End. Wh 
Age Spl. Wh.L. 20P. 85 85 L ifeg 
20 $10.34 $13.78 $21.22 $15.01 $23. 50 $14.0) 
25 11.30 15.40 23.03 16.84 25.59 15. a 
30 12.85 17.54 25.23 19.25 28.08 18.0 
35 14.68 20.68 29.02 22.96 31.67 22.6 
40 17.67 25.25 33.61 27.85 36.3 26.8 
45 22.53 30.96 38.89 33.99 41.92 32.8 
50 29.80 38.21 45.38 41.90 48.85 40.8 
55 40.73 47.85 538.76 52.57 57.79 50.74 
60 54.60 60.81 65.09 67.41 69.93 64.0) 
End. Ret.| 
20FP. 1607. 187. 27. af Ine. 
Age Life End. End. End. 65 65 | 
20 $22.06 $95.06 $59.54 $42.62 $17.08 $19.8) 
25 23.98 95.42 59.87 43.01 20.17 23.l! 
30 26.78 95.99 60.49 43.75 24.39 28.64 
35 30.56 96.94 61.55 44.99 30.638 35.) 
40 35.18 98.39 63.18 46.86 38.36 45,0) 
45 40.74 100.37 65.45 49.66 *47.10 60.1! 
50 47.62 103.14 68.92 53.87 85.2) 
55 56.47 107.48 74.23 60.36 - 136.0% 
60 68.42 114.00 92.39 .... ‘ 
*At age 44. 
Baltimore Life Joins A.L.C. : 
The American Life Convention ha 


admitted to membership Baltimore Lif 
bringing to 189 the total number of 4 
L. C. companies. 
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58 changes 


Adam Rosenthal, St. Louis manager 
of Acacia Mutual Life, in his address on 
“Let's Do It the Easy Way” before the 
Life Underwriters Association of St. 
Louis said the most important tools a 
life man has are a pair of scissors and 
his local newspaper, since the paper is 
the most fruitful source of vital sales 
material—material concerning life and 
life situations, and that’s what life 
agents talk to their prospects about. 

He demonstrated with scores of news- 
paper clipping s how to prove the need 
for retirement income and other forms 
of life insurance. 

Mr. Rosenthal also brought out that 
letters from policyholders, beneficiaries, 
uninsurable persons and _ nationally 
prominent persons all have a powerful 
appeal to prospects and help get imme- 
dite action. 

E, A. Pickel, Phoenix Mutual Life, 
secretary of the association for 25 years, 
was presented a scroll by F. M. See, 
general agent New England Mutual, in 
recognition of his service. He continues 
as secretary but is being relieved of 
many details by Helen Melloh, who was 
named executive secretary. 

Awards for 100% membership were 
presented to Mr. See, Frank Plaisted, 
general agent Aetna Life, and Mr. Ros- 
enthal. 


Michigan Association May 
Adopt New Plan 


Membership in the Michigan State 
Association of Life Underwriters may 
be opened to managers, general agents 


' and agents in sections too remote from 


local association cities to make local 
membership feasible. E. P. Balkema, 
Detroit manager of Northwestern Na- 
tional Life and national committeeman 
explained the plan to the Pontiac asso- 
ciation at a luncheon meeting. A spe- 
cial committee headed by J. B. Ames, 
Detroit general agent of Lincoln Na- 
tional, is preparing the necessary by-law 
to present to the membership 
for action. 

The need for concentrating all organ- 
izational brains on the job of doing war 
work efficiently and fully was stressed 
by C. T. Milner, Flint, general agent 
) gids Life, state association presi- 
ent. 


H. B. Thompson, Detroit, secretary- 
counsel, reported no very disturbing 
problems lie ahead in 1944. W. A. 


Branch, Metropolitan Life, presided. 





Manager Perry Tells Why 
He Is in Life Insurance 


Bert Perry of San Antonio, agency 
manager of Reliance Life, addressed the 
Austin association on selling, explain- 
ing why he became a seller of life insur- 
ance after several years in other fields. 
Life insurance, he said, offers the sales- 
man a business where he may work 
without being upset by the need for bank 
credit, creditors who are demanding pay, 
debtors who may ignore their obliga- 
tions, the problems of shelf inventories, 
and it enables the salesman to select his 
Customers. 

There is nothing more wonderful than 
the rate book, which enables the sales- 
man to meet any situation and need 
which affects the prospect, he said. 
Selling life insurance is selling dollars 
for future delivery and carrying out the 
delivery of the goods guaranteed. He 
urged simple selling and avoidance of 
tricky approaches. The direct approach 
Is more effective than any effort to im- 
press a prospect that you are not trying 
to sell him something. 


N. D. Sales Congress Feb. 5 


The North Dakota Life Underwriters 
Association will hold its annual sales 


congress Feb, 5, at the Gardner Hotel in 


argo. 

Herbert A. Hedges, president of the 
National association, will speak on 
“Write Your Own Ticket.” Harold 


Cummings, vice-president of Minnesota 
Mutual, St. Paul; John Hastie, manager 
of Mutual Life, Chicago, and Don Ross, 
merchandise manager of “Successful 
Farming,” Des Moines, will be the other 
speakers. 


Role of Competition Stressed 


_LOS ANGELES—Competition is one 
of incentives responsible for life insur- 
ance growth, President George A. 
White, State Mutual Life, declared be- 
fore the Life Underwriters "Association of 
Los Angeles. No federal bureau has 
competition and therefore knows noth- 
ing about competition and its stimulus 
to business. 

_ Life insurance trends are toward re- 
tirement payments and term insurance 
is giving way to other forms of protec- 
tion, Mr. White observed. Improve- 
ments in the methods of living show 
there is a trend toward lower mortality 
experience. 


Sen. Bridges Speaks in Pa. 


U. S. Senator Styles Bridges, former 
governor of New Hampshire, spoke be- 
fore the Pittsburgh Association of Life 
Underwriters Wednesday and the Har- 
risburgh association Thursday on “Life 
Insurance—a Pillar of Free Enterprise.” 
He will address the York, Pa., associa- 
tion Friday. 


San Antonio, Tex.—Sincerity and a de- 
sire to serve are essential in successful 
selling, S. E. McCreless, president Amer- 
ican Hospital & Life, emphasized in dis- 
cussing the importance of developing the 
right attitude. 

Cincinnati—Outstanding agents of 1943 
will be honored at a luncheon meeting Jan. 
27. The two outstanding agents in each 
agency will be presented honor plaques, 
based on 1943 business, one being chosen 
on the basis of volume and the other on 
number of lives insured. W. B. Hardy, 
New England Mutual, is president. 

Holgar Johnson, president Institute 
of Life Insurance, met informally with 
agents in connection with his visits to 
home offices of Cincinnati life companies. 


Galesburg, Ill—Miss Margaret Becker, 

secretary of the Illinois and Peoria asso- 
ciations, spoke on “Associations for the 
Life of Us.” A committee was formed to 
represent the association in the Fourth 
War Loan campaign. 
Iil.—James G. Callahan, man- 
ager of Metropolitan Life, St. Louis, 
spoke Thursday on “Today’s Responsi- 
bilities.” He is a past secretary of the 
National association. 

Rochester, N. ¥.—John P. Williams of 
the American College of Life Under- 
writers, spoke on “Is Continuing Prac- 
tical Education Necessary in Life Under- 
writing?” 

Michigan—Legislative 
discussed at a meeting in Lansing by 
H. B. Thompson, Detroit, the state 
association secretary-counsel and legis- 
lative representative; Commissioner 
Forbes of Michigan; V. J. Brown, audi- 
tor general; Sen. J. B. Smith, Alma, 
chairman senate insurance committee, 
and Rep. C. P. Adams, Howell, chairman 
house insurance committee. F. A. Mc- 
Gartney, vice-president, was chairman. 

Corpus Christi, Tex.—Plans for the 
fourth war loan drive were discussed by 
Eldon Dyer, Nueces county chairman, W. 
H. Shireman, chairman of the speakers 
committee, and F. B. Smith, regional 
manager of the Treasury. The associa- 
tion pledged the raising of $500,000 
through selling salary deduction plans 
to employes of industrial and manufac- 
turing firms. I. M. Alexander, Pacific 
Mutual, was selected to direct the drive. 

Rochester, N. Y.—Teams have been or- 
ganized to conduct Fourth War Loan 
campaigns in more than 850 industrial 
concerns. Philip O. Works and Fred Ma- 
son are co-chairmen. 

Boston—The association was host to 
13 of its 23 living past presidents at the 
January meeting, Charles W. Gammons 





Peoria, 





matters were 





of the James T. Phelps agency, who 
served in 1900, was the oldest in point of 
service. J. Renwick Montgomery, Phoenix 
Mutual Life, Philadelphia, talked on 
“Why I Sell Life Insurance.” Sherrill 
A. Smith, Travelers, was announced as 
the chairman of the Fourth War Bond 
drive committee. Norman W. Rowley, 
Penn Mutual, will have charge of a panel 
session Feb. 17. The annual sales con- 
gress, for all New England, will be held 
March 23. 

Oklahoma City — J. 
Dallas general agent Indianapolis 
spoke. 

Memphis, Tenn.—Gus T. Dyer, econo- 
mist of the Southern Industrial Council, 
will speak on “The Insurance Movement 
and Social Security” at a meeting Jan. 21. 


Howard Ardrey, 
Life, 





The association observed 
its 10th anniversary with a dinner at 
which Henry Friedman, association pres- 
ident, spoke on “Achievement of the Na- 
tional Association During 1943.” 

Minnesota—The annual sales congress 
has been set for March 2 in St. Paul with 
Norbert F. Winter, Minnesota Mutual 
Life, as general chairman He is now 
contacting possible speakers. 

Richmond—H. Cochran Fisher, Aetna 
Life, Washington, D. C., past president 
of the Washington C.L.U. chapter, spoke 
on “Meeting Today’s Challenge and Plan- 
ning for Tomorrow.” 

Wausau, Wis.—Bissell A. Bradley, as- 
sociate general agent Penn Mutual, has 
been elected president, succeeding Roald 





Dubuque, Ia. 





Rolfson. Paul T. Tobey was reelected 
secretary. Joseph Betker of the state 
board of vocational and adult education 
discussed “The Preferred Position of 
Life Insurance in the Present Tax Situa- 
tion.” 


Pittsburgh—aA sales congress will be 
held March 21. H. A. Hedges, N.A.L.U. 
president, will be a speaker. 

Buffalo—At a joint luncheon with the 
Buffalo C.L.U. chapter, John P. Williams 
of the American College will speak 
Jan. 21. 

Montreal—Manuel Camps, Jr., New 
York general agent John Hancock ‘Mu- 
tual Life, gave a talk, “Are Your Days 
in This Business Numbered?” 

Springfield, Mass.—Foster 
newly elected president of the Union 
Trust Co. of Springfield, spoke. He for- 
merly was vice-president of Commercial 
National Bank & Trust of New York and 
was well acquainted in the life business. 


Jacksonville, Ill—H. G. Bradney, ad- 
ministrator of the governor’s committee 
for rehabilitation and employment of 
veterans, discussed the committee’s plans 
at the January meeting. President Glenn 
E. Schramm presided and E. E. Neff, pro- 
gram chairman, introduced the speaker. 

Oklahoma—Speakers for the sales con- 
gress in Oklahoma City, Jan. 28, in addi- 
tion to those already announced, will 
include Milton Asfahl, Equitable of 


W. Doty, 





Iowa, Enid, “Giant Killers—Pocket Size”; 
Wick Fondren, Great Southern, Medill, 
Okla., “My Sales Psychology Under 
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YOU'RE A CINCH 


to click, using our lead letters. Designed 
for various types of prospects, they have 
surprising results. Take the Earle Moore 
Agency in Los Angeles for example: Earle's 
Agency has produced over $2,000,000.00 
in new business in the past year, and he 
attributes 75% of it to lead letters. 


This should be convincing, but if it isn't, 
why not try it yourself. 


A Quarter Billion Dollar Mutual 
Company, 63 years old, with an 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 


cooperative 

















16 FieNATIONAL UNDERWRITER January 21, 194 

Today’s Conditions”; Ernest Black, Jef- the Bailey-Van Nuys bill. Sentimey 

ferson Standard, Tulsa, “The Go-Getter,” A EN evidently favored the bill. 

and John H. Jamison, manager of sales 

training, Northwestern Mutual. Evansville Managers Elect 
Entertainment will be presented by the . . . : 

the Oklahoma General Agents & Mana- Recruiting Prospects Are Jamison Tells Indianapolis P. L, Brown, Prudential, has bee 


ger’s Club. 


N. J. Trust Council Elects 


At the annual meeting of the Life In- 
surance & Trust Council of North Jer- 
sey in Newark, George E. Williams, Na- 
tional State Bank, was elected president, 
succeeding John E, Clayton. Secretary 
is Fred A. Ditmars, Massachusetts Mu- 
tual Life; treasurer, Barclay Baekey, Na- 
tional Newark & Essex Bank. 

David Stock, attorney, talked on “Leg- 
islative Trends in Connection with Es- 
tate Planning—Life Insurance and Pen- 
sion Trusts.” 

No Illinois Insurance Bills 

The Illinois legislature which is now 
in special session will not be able to 
consider any insurance measures, inas- 
much as insurance was not one of the 
subjects included in the call. The legis- 
lature was called in session to consider 
the soldiers voting problem. 





Looking Up: Holcombe 


PITTSBURGH—Approximately 100 
agency heads and assistants attended 
the meeting of the Agencies Committee 
of Pittsburgh that was addressed by J. 
M. Holcombe, Jr., manager of the Sales 
Research Bureau. Mr. Holcombe said 
prospects for recruiting in 1944 are more 
encouraging than for some time. Op- 
portunities in the business are as great 
as ever and many men will be attracted 
to insurance activity, he predicted. 

Rowland T. Jones, co-chairman of 
the community division of the war 
finance committee of Allegheny county, 
discussed the part insurance men will 
play in the new war loan drive. Hugh 
Kemp, Connecticut General, chairman ‘of 
the life insurance division of the cam- 
paign, also spoke. 


N. H. Weidnar, Reliance Life, presi- 
dent of the Agencies Committee, pre- 
sided. 
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Group of Philosophy 


John H. Jamison, manager of field 
training of Northwestern Mutual Life, 
addressed the General Agents & Manag- 
ers Association of Indianapolis on the 
philosophy of management. He de- 
scribed different attitudes of mind among 
heads of life insurance production staffs. 
Some men in this relationship to the 
business are chiefly concerned in hold- 
ing their jobs; others are chiefly inter- 
ested in the amount of money they can 
make. But the manager who goes 
farthest is the one who early realizes 
that the measure of success he will at- 
tain centers around the agent—the indi- 
vidual producer. He studies each man 
on his staff with the idea and aim of de- 
veloping him to the fullest measure of 
his possibilities. 


Milwaukee Cashiers Meet 
MILWAUKEE—The Life Insurance 
Cashiers Association of Milwaukee held 
its first 1944 meeting in the Guardian 
Life agency office Tuesday. There was 
an educational discussion of subjects re- 
lating to functions of life cashiers. 





Chapman Expresses Optimism 


DES MOINES—Speaking before the 
Des Moines General Agents & Man- 
agers Club, L. W. S. Chapman, con- 
sultant of Sales Research Bureau, de- 
clared life insurance is going to have 
a big year in 1944. Life sales in 1943 
were ahead of the previous year, he 
pointed out. 








Hear Schuppel in Portland 

Two-thirds of the assets of the life in- 
surance companies of the nation are be- 
ing devoted to the nation’s biggest job, 
that of winning the war and bringing 
lasting peace, W. C. Schuppel, president 
Oregon Mutual Life told the Life Man- 
agers Association of Portland. 





Lackey Speaks in Cincinnati 
G. E. Lackey, Detroit general agent of 
Massachusetts Mutual Life, will address 
the Cincinnati General Agents & Man- 
agers Association Friday noon on “1944 
Challenges Agency Management.” 


O. L. Smith Wichita President 


The Wichita Life Managers & Gen- 
eral Agents Association has named O. 
Lynn Smith, Connecticut Mutual, as 
president, succeeding Clayton Mammel, 
Farmers & Bankers. E, Ned Embry, 
Equitable Society, is vice-president and 
Robert F. Coffman, Columbian Na- 
tional, is secretary. 





Toronto Managers Elect 


New officers of the Life Managers As- 
sociation of Toronto are: President, W. 
McMillan; vice-presidents, E. M. 
Blackie, Ian Armour; secretary, Harvie 
M. Merrick. 





Schwemm Speaks in Cleveland 


Earl M. Schwemm, Great-West Life 
manager at Chicago, addressed the 
Cleveland Life Underwriters Executive 
Club on “Sales Aids for Life Insurance 
Management.” 





Yates to Address Cashiers 


John W. Yates, general agent of the 
Massachusetts Mutual Life for Califor- 
nia, will address the Life Agency Cash- 
iers Association of Los Angeles Jan. 20 
on “Effect of Current Events on Life 
Insurance.” 


Discuss Bailey-Van Nuys Bill 

The January meeting of the Utah Life 
Managers in Salt Lake City featured a 
general discussion, led by W. A. Crow- 
der, Bankers Life of Iowa, and W. M. 
Jones, Business Men’s Assurance, on 





elected president of the General Agent; 
& Managers Association of Evansville 
Ind. He succeeds Thomas Cusack. 
Lester Watson was elected secretary, 





Columbus Leaders Banquet 


Claris Adams, president Ohio Stat 
Life will speak and G. W. Steinman, 
president Midland Mutual Life, will pre. 
sent the awards at the annual leader 
club banquet Jan. 24 sponsored by the 





Columbus Life Managers & Gener 
Agents Association. Awards will bh 


presented leaders in each agency in both 
volume and lives, 46 in all. 





The Life Managers & General Agent! 
Association of Columbus will hold jt! 
Leaders Banquet Jan. 24. Wives of the 
leaders will be guests. 


“ACCIDENT _ 


Group A. & H. Claim 
Record Deteriorates, 
Hohaus Observes 


The claim experience under group ac- 
cident and health has taken an unfavor- 
able turn, R. A. Hohaus, associate actu! 
ary Metropolitan Life, observed | in} 
addressing the National Conference on 
Social Security held by the U. S. Cham.) 
ber of Commerce in Washington. The! 
deterioration has come under plans with! 
a waiting period of less than seven days) 
before sickness benefits are payable, with 
benefits related to current high wage: / 
plus overtime pay and under plans i! 
which there has been a substantial in- 
crease in the percentage of women coy-’ 
ered. 

The factors producing unfavorable ex- 
perience in these abnormal times, he! 
said, are a short waiting period, high! 
scale of weekly benefits, unduly liberal] 
basis of maternity benefits, absence of 
reasonable probationary period before 2 
new employe becomes insured, unsatis- 
factory percentage of eligible employes 
or a combination of these factors. It has 
been suggested that a too liberal grou 
A. & H. plan may be an element con: 








tributing to absenteeism and _ malin: 
gering. 
Such plans require intelligence, ex 


perience and forceful underwriting ané 
administration coupled with a sympa 
thetic understanding of their basic ob 
jectives. 





Barrett Named Chairman 


Robert J. Barrett, supervisor of sale 
of General American Life, has beet 
named general chairman of the annua 
meeting of the National Association 0 
Accident & Health Underwriters whic! 
will be held in St. Louis in June. ’ 





Staude Assistant Manager 


Lou Staude has been named assistat! 
manager of Mutual Benefit Health 6 
Accident at Philadelphia. He has bet) 
with the agency two years, and prt} 
viously was with the Miami office. 








sahenioni Recognized by U. ‘a W. 

MADISON, WIS.—The University © 
Wisconsin’s school of commerce is be 
ing expanded to a college and speci 
emphasis will be placed on insurance 
subjects. In urging the change a fac: 
ulty committee said the  insuranct 
courses should be adequate to prepatt 
those interested in life insurance to pas 
C.L.U. examinations and fire and cast 
alty students to pass Insurance Institut? 
of America examinations. Special it 
surance courses will be added to tht 
present curriculum. 
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Committees Named 
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have been appointed by the National 
Association of Insurance Commissioners 
and National Fraternal Congress. The 
committee selected by President Har- 
rington of the commissioners includes 
Arthur E. Cleary, Massachusetts; S. E. 
Allison, Tennessee; Geo. H. McAteer, 
Washington; Calvert F. Stein, Mary- 
land; Charles C. Dubuar, New York; 
J. D. Reeder, chairman, Illinois. This 
is designated as the fraternal mortality 
table committee. 

The National Fraternal Congress was 
asked to name a committee of six fra- 
ternal actuaries to work with the asso- 
ciation committee and Mrs. Grace W. 
McCurdy, Royal Neighbors, president, 
has appointed: 

Frank J. Gadient, Modern Woodmen, 
Rock Island, Ill.; E Brown, jr. 
Lutheran deat Mir Chicago; R. D. 
Taylor, consulting actuary, Cedar Rap- 
ids, Ia.; Clarence L. Alford, consulting, 
Nashville; Frank H. Lee, Woman’s 
Benefit, Port Huron, Mich., and D. D. 
Macken, chairman, Woodmen of the 
World, Omaha. 

The first meeting of the two commit- 
tees to establish procedure and discuss 
the matter in general will be held in the 
Morrison Hotel, Chicago, at 10 a. m., 
Jan. 24. This will not be an open meet- 
ing and will be limited to the six mem- 
bers of each committee. Later meetings 
will be planned where interested persons 
may appear for hearing. 





Fraternal Field Managers 
Meet in Chicago Feb. 21 


The Fraternal Field Managers Asso- 
ciation will hold its annual meeting in 
the Morrison hotel, Chicago, Feb. 21. 


W. O. W., Omaha, Gains in 1943 


Significant gains were made in all de- 
partments by the Woodmen of the 
World Life of Omaha, President Farrar 
Newberry reported this week. Net gains 
of 3,596 members and $8,926,827 insur- 
ance in force were recorded i in 1943, As- 
sets, total more than $141,000,000, hav- 
ing increased about $5,000,000 in the last 
12 months. The society has been one of 
the large investors in the war loan drives 
and within the next few days its war 
bond purchases in the fourth war loan 
drive will bring its total investment in 
government bonds to more than $17,- 
000,000. 


C. O. F. Has Dinner Party 


Thomas H. Cannon, high chief ranger 
of Catholic Order of Foresters, Chicago, 
and Thomas R. Heaney, high secretary, 
were hosts Wednesday at a dinner for 
high court trustees and a few friends. 
The occasion was celebration of Mr. 
Cannon’s 80th year and Mr. Heaney’s 
long service with the society. 





William Kelly, former publicity direc- 
tor of Maccabees in the Detroit head 
office, soon will receive his wings in the 
army air force. At both flying fields 
at which he has been stationed he was 
chosen as editor of the field newspaper. 
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Bardwell Agency Observes 
Its 30th Anniversary 


The Cleveland office of Lincoln Na- 
tional Life in a four months contest 
honored the 30th 
anniversary of the 
agency. Seth A. 
Bardwell, general 
agent, established 
the Cleveland 
agency for Lincoln 
National in 1912. 
He is still the ac- 
tive head, 

The contest 
which was in 
charge of Harry 
W. Nebel, was very 
successful. The 
agency paid for 
more than $1,200,- 
000 of business. 

The Cleveland agency of the Lincoln 
National finished fifth among all the 
company’s agencies in 1943. Mr. Nebel 
finished 10th among all agents of the 
company and led the Cleveland agency 
in business production. Mrs. B. Ruth 
Loehr finished third among the com- 
pany’s women agents with more than 
$300,000 of production. 





a> 


S. A. Bardwell 





Winona, Minn., Woman 
Agent Honored on 25 Years 


‘Miss Sara E. McCarl, Winona, Minn., 
was honored for 25 years’ service as 
agent of Mutual Benefit Life at a testi- 
monial dinner given by Pat M. Ryan, 
general agent at Minneapolis. An anni- 
versary cake was a feature. 

Miss McCarl took up the work after 
she had retired from a successful ca- 
reer in other lines. Without benefit of 


modern training, she groped her way 
to success as one of the outstanding 
women agents in the midwest. She has 
sold mainly medium-sized and smaller 
cases, her largest being $30,000. She 
has about 1,000 policyholders. She spent 
two or three years hunting prospects for 
an agent to write, as she did not have 
a contract. She said she has great fun 
in the business and loves the service 
phase particularly. She remembers 
birthdays and other anniversaries of 
policyholders. 

Messages of congratulations were read 
from President J. R. Hardin of Mutual 
Benefit, Edward E. Rhodes, vice-presi- 
dent, H. G. Kenagy, superintendent of 
agencies, and many others. 

December was “McCarl Month” in the 
Minnesota agency with a prize for top 
production that was won by Paul God- 
dard, who joined the agency Nov. 1, 
1943, never having been in the life busi- 
ness before, and in nine weeks turned 
in $103,000 written business on 18 lives 
with $94,000 paid on 16 lives. 





Harrold Agency Stands First 


The V. J. Harrold agency, Fort 
Wayne, Ind., led all agencies of Lincoln 
National Life in paid production for De- 
cember. The W. T. Shepard agency, 
Los Angeles, was second, and _ the 
Thorpe B. Isaacson agency, Salt Lake 
City, third in December. These agen- 
cies also ranked among the company 
leaders for each month of 1943. 





Zimmer Agency Conference 


The Robert K. Zimmer agency of 
Penn Mutual at Columbus, O., held a 
two-day sales conference at Granville, O. 
Life insurance paid for in 1943 was 208% 
of 1942 and 188% of the quota assigned 


in 1943. Total production volume ran 
276% of 1942. 

Leader in total volume for 1943 was 
J. Boyd Davis. I. C. Benis was the 
leader in life volume and number of 
lives insured, 

The meeting was attended by Wallis 
Boileau, Jr., second vice-president. 





The L. F. Larson agency of North- 
western Mutual at Portland, Ore., had 
sales of $2,677,895, a gain of better than 
$500,000 over 1942. Its 1943 quota was 
$2 million. 





The Southwestern Wisconsin district 
office of the Lincoln National Life at 
Madison has moved to new and larger 
quarters in the Tenney building. 
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port the Home Office building. 
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THE PRAETORIANS 


Adult and Juvenile Policies on the Easy Monthly Pay- 
ment Plan, giving one the opportunity to budget his 
Life Insurance protection along with his other monthly 


LEGAL RESERVE FRATERNAL INSTITUTION 
Organised in 1898 
Forty-Five Years of Insurance and Fraternal Service 
Home Office—Praetorian Building—Dallas, Texas 








IN U. S. WAR SERVICE 


Richard Vermillion, son of G. T. Ver- 
million, Mutual Life of N. Y. manager 
in Chicago, has been promoted from en- 
sign to lieutenant (j. g.) in the naval air 
corps. 


George R. Wilmot, general agent of 
Guarantee Mutual Life in Wichita, has 
reported to the marine corps. 

Ensign R. W. Stackhouse, 29, former 
group department manager of Aetna 
Life in Oregon, is missing in the crash 
of a navy plane into the ocean near St. 
Simons Island, Ga. He was at the home 
office and then in Los Angeles before 
going to Portland in 1937. 


Myron Jones, acting editor of the 
Union Central Life’s “Agency Bulletin” 
will be inducted into the army shortly. 
Mr. Jones’ two immediate predecessors 
are in service. 

M. Roos Wallis, associated with his 
father, Allen D. Wallis, in the partner- 
ship of Wallis & Son, Philadelphia gen- 
eral agents of Equitable Life of Iowa, 
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BUY LIFE INSURANCE 


The two “best buys” on the 
market today are government 
securities to aid the war effort 
and the legal reserve life insur- 
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has been commissioned a_ lieutenant sented less than 2% of its new insur- i of 243% _ — or group restrained interstate commerce in_ jn- 
in the navy and will report at ance. dete fateh side Jet ed AI Sle eR he y 

(j-8.) 3 y ? t was $7,600. The lapse ratio for sured property. 


Fort Schuyler, N. 


Sgt. John L. iat formerly in the 
Penn Mutual home office, is missing in 
the European theater of operations. He 
was a_ radio operator-gunner on a 
bomber. 


Roy D. Williams, cashier in the 
mortgage loan department of Ohio 
State Life, has entered the navy and is 
now at Great Lakes. 


Henry O. Harwell of the Murrell 
3ros. agency of Mutual Benefit Life, 
in Los Angeles, who is serving in the 
navy, has been promoted to lieutenant 
(o2.). 

William J. Rushton, president of Pro- 
iective Life of Birmingham, has been 
promoted from lieutenant-colonel to col- 
onel. He is deputy chief of the Bir- 
mingham ordnance district. 


A. C. Daniels, secretary of the Insti- 
tute of Life Insurance since its organi- 
zation five years ago, left Jan. 20 to en- 
ter the naval reserve. In addition to his 
services as secretary of the Institute, he 
has participated materially in the crea- 
tion of its — information program, 





RECORDS. 


New business paid 
for last year was $22,472,422, which rep- 
resented 10.9% of the amount of busi- 
ness in force at the beginning of the 
year. 

Insurance in force increased $15,462,- 
718, which was 69% of the amount of 
new business. The amount of insurance 
Was $221,080,229, an increase of 7.5% 
over the prior year. 

Mutual Trust writes only ordinary 
business and during 1943 pension trust 
and salary stabilization business repre- 
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Bankers Life, lIowa—Reports $86,101,- 
352 paid-for insurance in 1943, not in- 
cluding annuities. Gain in life insurance 
in force was $49,479,741 and the total 
in force Dec. 31 was $861,857,082. 

Ordinary life paid for was $69,089,033, 
a gain of 16% and the largest amount 
since 1932. Group life was $17,012,319 
and gain in group in force was $14,534,- 
670. 

Manhattan Life—New paid-for busi- 
ness for 1943 totaled $17,500,000, an in- 
crease of 10.4% over 1942. Insurance 
in force increased $10,844,163, or 10.3% 
Total in force stands at $116,007,854. 


Charles J. Zimmerman agency of Con- 


necticut Mutual Life, Henry C. Hunken, 
general agent, Chicago. Finished in 
fourth place in 1943, although most of 
the full-time organization is now in 
service. Jack Sommerfeld was agency 
leader. Lieutenant Commander Zimmer- 
man is now stationed at Washington 


with the navy. 

R. F. E. Wiedemann, Equitable Society, 
San Francisco. — Ordinary business in- 
ereased 25% over 1942, and gvroup more 
than 60%. 


A. D. Hemphill agency of Equitable So- 
ciety at Oakland, Cal.,— Finished 1943 
with an increase of 4% in commissions 
paid to agents as compared with 1942. 
The agency covers the East Bay terri- 
tory under the immediate supervision of 
S. W. Coombs associate general manager. 
The San Joaquin Valley from Stockton to 

3Zakersfield is under the supervision of 
H. M. Korbholz and the territory from 
Palo Alto to Kings City under the super- 
vision of Harold A. Osberne. 


A. P. Johnson, Great-West Life, 
troit—Reports all-time high for 1943 
with more than $4,000,000 of new busi- 
ness paid for. Thirteen agents qualified 
for the President’s Club. Average busi- 
ness placed by the 13 leaders was $264,800. 

La Noue Matta, Los Angeles manager 
otf Acacia Mutual Life.—Produced in ex- 
cess of $5,000,000 of new business in 1948, 
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Our Juvenile Policy is Tops! 


It provides full benefits at age three, nearest birth- 
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policy 
the year was the lowest in the history of 
the agency. 

The Jack Wiseman agency of Franklin 
Life, St. Louis, led all agencies of com- 
panies for 1943 in paid business, a feat 
it has accomplished in four out of its 
seven years. Mr. Wiseman paid for $600,- 
000 personally, and Paul Sass and Emil 
Green, two associates, each paid for 
more than $350,000. 

W. K,. Niemann general agency, Bank- 
ers Life of Ia., Des Moines, led the com- 
pany in 1943 with $3,904,000 new busi- 


Supreme Court Gets 
Biddle Reply Brief 


(CONTINUED FROM PAGE 1) 


The point involved is that the indict- 
ment refers only to alleged conspiracy 
by the insurance companies to restrain 
interstate commerce in fire insurance. 
The government argument before the 
Supreme Court dwelt largely on fire 
insurance affecting interstate commerce 
and Mr. Biddle sought, among other 
things, to have the insurance companies 
declared under the anti-trust laws be- 
cause of this effect on commerce. Mr. 

Cahill and his associates maintained that 
= a district court at Atlanta, in dis- 
missing the indictment, construed it as 
meaning that the government must prove 
that fire insurance itself is interstate 
commerce, that it is settled law that a 
lower court's view of an indictment is 
final and hence that the government 
cannot be sustained on any other theory, 
such as the effect on interstate com- 
merce, To prove its case, under Mr. 
Cahill’s argument, the government must 
secure an outright reversal of the line 
of cases beginning with Paul vs. Vir- 
ginia in 1868, all of which held that 
insurance is not commerce. Since Mr. 
Biddle obviously hoped to by-pass these 
this point seems to be of prime 


cases, 
importance. 
Denies Court Felt That Way 
About half the government reply 


brief is devoted to this point. The main 
government argument on this is a flat 
denial that District Judge Underwood 
placed any construction on the indict- 
ment. It claims that the reference in 
the indictment to “interstate trade and 
commerce in fire insurance” is only a 
“customary formal conclusion” and that 
other parts of the indictment, which re- 
fer to fire insurance as “essential to 
and directly affecting the flow of inter- 
state commerce” are sufficient to avoid 
the technical objection. It also declares 
that the lower court opinion should be 
considered a “misconstruction” of the 
anti-trust law, rather than an interpre- 
tation of the indictment. 

Otherwise, the reply brief does not 
seem to add much to the government 
case. It reiterates Mr. Biddle’s oral ar- 
gument that the flow of premiums and 
loss payments across state lines makes 
fire insurance interstate insurance and 
answers the companies’ contention that 
only 4% of their business is inland 
marine with the statement that much 
straight fire insurance covers property 
moving in interstate commerce. It also 
points out that the companies, in argu- 
ing the effectiveness of state supervision, 
said that the average fire insurance rate 
dropped nearly 50% since 1909, but did 
not say that losses dropped 64.6% dur- 
ing the same period. 


Answers Stone’s Question 


At the opening of the argument, Chief 
Justice Stone had asked Mr. Biddle just 
what the government expected to prove 
to be interstate commerce. Referring 
specifically to this question, the reply 
brief states that the government main- 
tains, first, that the insurance companies 
are engaged in interstate commerce and 
conspired to prevent competition among 
themselves in their activities, and, sec- 
ond, that the activities of the S. E.U. A 


The reply brief also touches the question 
of how far a state could restrain an in. 
surance company if insurance should be 
held to be interstate commerce. Justices 
Frankfurter and Rutledge had grilled 
Mr. Biddle on this when he compared 
insurance companies with railroads and 
other interstate commerce corporations, 
The brief states that legitimate taxes, 
license fees and other regulations would 
not be affected, and that the test of | 
“legitimacy” is whether anv such regu- | 
lation imposes an undue burden on in- | 
terstate commerce. Under this rule,’ 
observers can readily perceive that al- 
most every state law or administrative 





order might be a subject of federal 
court action, should Mr, Biddle be sus- 
tained, and the prospective picture js 


not the rosy one Mr. Biddle sought to 
paint during the argument. 3 

The brief is signed by Mr. Biddle, 
Solicitor General Charles Fahy and 
Robert L. Stern, special assistant to the 
attorney general. 


What Are Possibilities? ; 


In speculating on the case, it should 
not be forgotten that the government 
may win even though Mr. Cahill is sus- 
tained on the construction of the indict- 
ment. That, however, would involve an 
outright reversal of Paul vs. Virginia. 
It would be the most sweeping possible 
victory for the government and Mr. Bid- 
dle at several points indicated that he 
would be glad to settle for a compromise 
holding that the old cases are not af- 
fected, but that the anti-trust laws apply 
because insurance affects interstate com- | 
merce. . 

Should the insurance companies win! 
on the technical point, there would be! 
nothing to prevent the government from 
bringing another indictment, if it should! 
wish. This would take time and the ise 





ministration might or might not wish 
to revive the matter. 


eeepc one 


Effect of Government Victory 


On the other hand, if the government! 
should score either a complete or a/ 
partial victory, the case would not be! 
ended then and there. So far, the com- 
panies have not been convicted of any- 
thing and the Supreme Court is con-| 
sidering only whether the lower court 
was right in refusing to try them. A 
victory for the government would thus 
only send the case back to the district 
court and the government would have} 
to prove its conspiracy charges. It is} 
quite likely, under such circumstances, | 
that the government and the insurance 
interests would work out a consent de- 
cree, defining the proper scope of in- 
surance organizations, as has been done 
in many other businesses. 

A victory for the insurance companies 
with a clear holding that insurance is 
not interstate commerce would, of 
course, end the case. While a decision 
may be announced any Monday from 








now on, court attaches considered about 
two months from now the _ likeliest 
guess. 


Bailey-Van Nuys Bill 


There is much interest now in whetherg 
there is a disposition in Congress t0 
drop the insurance anti-trust exemption 
bill. 

When Representative Sumners, Texas,’ 
who has been one of the strongest’ 
friends of the bill, was asked about the) 
question of the House committee of| 
rules giving a green light to the insur-/ 
ance bill, he replied that he did not) 
know, and that “an important question] 
of policy” was presented in view of the} 
situation at the Supreme Court. 

Judge Sumners had been confident of 
getting a green light from the rules 
committee, and had forecast House pas 
sage of the bill. However, lawyers are 
prone, observers say, to “lay off’ of ac- 
tion on even discussion of a question 
involved in litigation and awaiting ac: 
tion by the courts. 

Whatever the disposition may be it 
the House sponsors of the bill in the 
Senate are not disposed to drop the 
matter. When asked whether there was 





Janu 


— 


any S| 
Indiat 
of its 
pill, r' 

“N¢ 
a rac 
makes 
does. 


pare C 


prope 
law al 
rates 
officia 
ingtor 
Van 


) will h 


but tl 
owing 
honev 
and p: 


E. A 


Tern 


contra 
a deci 
contra 
that h 
ments. 
tion t 
produc 

Mr. 
ume | 
condit 
son ci! 


' becaus 


similay 
in the 
the cc 
was n 
will. 
The 
McNa 
questi 
to the 
he can 
for ge 
bases. 
Phir 
were « 
Max ] 
Fillme 


depart 
ing a 
Associ 
Suicid 


small ( 


which 
ievhol; 
The 
served 
cases 1 
the co 
Iidem1t 
sionall 
that + 
himsel 
Statem 
intenti: 
covere 
policy 
death. 
somew 


» 1944 
—= 


in in- 


lestion 
an in- 
uld be 
istices 
2rilled 
ipared 
S and 
itions, 


» are 





taxes, 
would 


st of § 


regu- f 
yn in- 

rule, 
at al- 


rative | 


ederal 
> sus- 
Ire is 
ht to 


iddle, 
and § 


Termination Damage Suit 


oO the 





hould 
iment 
; Sus- 
ndict- 
ve an 
ginia. 
ssible 

3 id- 
at he 
omise 
ot af- 
apply 
com- 


; winl 
ld be! 
from 
hould | 


e ad-§ 
wish 


ment} 
or af 
ot be 
com- 





f in- 
done 


anies 
ce is 
6 
‘ision 
from 
bout 
eliest 








ether g 
s to 
ption 


exas,/ 
igest 
t the} 
> ong , 
1sur-| 

not} 
stion| 
f the} 


ait of 
rules 
pas- 
; are 
f ac- 
stion 


sa aad 





> proper 


» honev, 


January 21, 1944 


LIFE INSURANCE EDITION 


19 








any such disposition, Senator Van Nuys, 
Indiana, judiciary committee chairman 
of its subcommittee on the insurance 
pill, replied emphatically: 

“Not a bit in the world. This is not 
a race with the Supreme Court. It 
makes no difference what the court 
does. So far as Senator Bailey and I 
concerned, this is a question of 
interpretation of the anti-trust 
law and to determine whether insurance 
rates shall be fixed by qualified state 
oficials or by some bureau in Wash- 
ington.” 

Van Nuys said that his subcommittee 
will hold one more hearing on the bill, 
but that no date has been set for it, 
owing to the illness of Senator O’Ma- 
Wyoming, chief foe of the bill 
and promoter of hearings on it. 


E. A. McNabb Loses Contract 


The U. S. circuit court. of appeals 
for the 8th circuit has affirmed the deci- 
sion of the lower court in denying re- 
covery to E. A. McNabb, former Des 
Moines general agent for Kansas City 
Life, who sought to recover damages 
for wrongful termination of his gen- 
eral agency. 

Mr. McNabb was appointed Jan. 2, 
1939, and on Dec. 30, 1940, got a letter 
from the home office stating that his 
contract would be cancelled in line with 
a decision to discontinue general agency 
contracts in force two years or longer 
that had failed to meet volume require- 
ments. The company sent an _ invita- 
tion to him to continue on a personal 
production basis. 

Mr. McNabb contended that the vol- 
ume provision was not a contractual 
condition and that in any event, the rea- 
son cited for termination was subterfuge 
because the company did not take a 
similar step as to other general agents 
in the same situation. He alleged that 
the contract had a lifetime tenure and 
_ not subject to being terminated at 
will, 

The court, however, found that Mr. 
McNabb without any regard to these 
questions, legally consented and agreed 
to the termination of the contract and 
he cannot claim to have a right of action 
for general breach on either of these 
bases. 

Phineas M. Henry and Ray B. Lucas 
were counsel for Kansas City Life and 
Max Putnam, C. C. Putnam and F. S. 
Fillmore for Mr. McNabb. 


Tells Difficulty of 
Establishing Suicide 


G. T. Delahunty, manager of the claim 
department of Alliance Life, in address- 
ing a meeting of the Chicago Claim 

Association recently on the topic “The 
Suicide Type,” declared that those in 
the claim department, despite the 
fact that court decisions are gener- 
ally discouraging from the insurers’ 
standpoint, must continue to search for 
small details of intent, motive or method 
that may be the connecting link in a 
chain that establishes that the insured 
met death by his own hand. The speaker 
also recommended that if possible it be 
brought to the attention of the jury that 
the insurer denied liability because of 
the honest judgment of its officers that 
the insured has committed suicide and do 
not feel warranted in disbursing funds 
Which are the aggregate savings of pol- 
ityholders’ premiums. 

The task of the claim man, he ob- 
served, is to attempt to detect suicide 
cases when disguised as accidents during 
the contestable period or when double 
iidemnity benefits are involved. Occa- 
sionally, he pointed out, it can be found 
that the insured made threats to kill 
himself. Sometimes letters or other 
statements can be found to support the 
‘tention, However these are rarely dis- 
covered where the insured had a large 
Policy and deliberately planned his own 
death. The existence of a motive is 
somewhat easier to discover. 


XUM 
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Fertile Field for Mortgage 
Retirement Programs 


Producers are overlooking an oppor- 
tunity if they are not recommending the 
purchase of life insurance for the liqui- 
dation of mortgages, according to Gil- 
bert Grimm, Reno agency Equitable 
Society, Chicago. The one thought 
uppermost in the mind of the property 
owner is that some day he will have 
his home clear of indebtedness. He is 
also concerned with what will happen 
to his family if he fails to survive and 
accomplish this objective, Mr. Grimm 
pointed out. 

With the introduction of monthly 
mortgage payments, the home owner is 
continually counting the number of 
years until his payments are completed. 
“T have yet to find the man who is not 
eager to redeem his mortgage before 
maturity,” Mr. Grimm observed. 


Double Barreled Appeal 


Although the idea of having a policy 
to retire a mortgage in case he dies so 
he can leave the home clear to his 
family has a strong appeal, Mr. Grimm 
uses a double barreled appeal as in addi- 
tion he shows the prospect how he can 
pay off the mortgage several years 
earlier with the policy’s cash value. 
Furthermore, by saving on these mort- 
gage payments the actual cost of the 
insurance is reduced in most cases to 
.5% or the same amount the FHA mort- 
gage holders pay for the FHA insur- 
ance, 

Mr. Grimm asks the prospect the date 
of his mortgage and the original amount, 
the amount and number of monthly pay- 
ments. He sells a family income policy 
and then he figures out current figures 
and for five-year intervals during the life 
of the mortgage, the amount of the 
mortgage, the amount of the benefits 


and cash difference which will be paid 
the family if the prospect dies. He then 
estimates the year when the cash value 
of the policy will equal or exceed the 
balance of the mortgage. 


Example of Program 


For example, one policv holder he 
sold had a FHA mortgage for $12,600 
and his monthly payments are $90.50, 
not including payments for taxes and 
property insurance. He had already 
made seven monthly payments on his 
mortgage before he bought the insur- 
ance. When the policy is 17 years old 
there will be $2,167 still due on the 
mortgage while the cash value plus divi- 
dends on the policy will amount to 
$2,289 or $122 more. His life insurance 
will cost him $18.45 a month for 17 years 
or $3,763 compared to the $2,614 savings 
on his 29 remaining monthly payments 
at $90.50 a month, making his insurance 
cost $1,149 less the $122 excess over the 
amount still due on the mortgage which 
makes a net cost of $1,027 or $5.03 per 
month or about .5% of the face amount. 


Post War Opportunity 


Not only are there many new mort- 
gaged homes which were built before 
the war but, according to a “Fortune” 
survey, 13% of American families are 
planning to build new homes after the 
war and 5% are planning to remodel. 
This will mean 4,700,000 new home 
owners who will be prospects for mort- 
gage retirement programs, Mr. Grimm 
points out. 

Mr. Grimm’s average mortgage retire- 
ment sale has been $5,000 and he has 
been able to close one out of every three 
prospects with his plan. 








John Hancock Leaders Are 
Honored at Home Office 


BOSTON—Ten John Hancock assist- 
ant managers whose staffs produced 
over $1,000,000 in ordinary in 1943 and 
four agents whose personal production 
topped the $500,000 mark were guests 
of President Guy W. Cox at a luncheon 
at the home office here. 


President Cox Is Host 


were: 
Conn.; 


Assistant managers attending 
Irving Fitelson of Bridgeport, 
Louis Katz, Hempstead, N. Y.; Edwin 
Jacobson, Lake View, Ill.; Joe D. Bain, 
Long Island City, N. Y.; Silvan F. 
Weill, Hempstead, N. Y.; Milton Par- 
sons, Ansonia, Conn.; Aaron Deitch, 
Brooklyn, N. Y.; Nathan Heller, Hemp- 
stead, N. Y.; Anthony Peters, Utica, 
N. Y.; and Jack Valt, Flushing, N. Y. 
The agents were: Henry Sandor, Lake 
View, Ill.; John Moynihan, Quincy, 


Mass.; Robert Stowell, Bridgeport, 
Conn.; and Charles Occhipinti, Ansonia, 
Conn. 

he leading assistant manager of the 
entire country was Irving Fitelson, 
whose staff produced $1,626,619. The 
leading agent was Henry Sandor with 


$912,000. 


Maritime Service Trainees 
Get Group Coverage 


Connecticut General Life has issued 
group life insurance to men on active 
duty with the division of training, Uno. 
maritime service. The insurance will 
total $25 million and covers 25,000 per- 
sonnel. This protection is provided with- 
out cost to the men, premiums being 
paid from the training stations’ welfare 
and ships’ service funds. Marsh & Mce- 
Lennan were the brokers. 


Dwight G. Johnson Is Winner 


Dwight G. Johnson, manager of the 
life department of the Herkness-Peyton- 
Bishop agency of Philadelphia, was re- 
cently presented with the agency achieve- 
ment cup of Continental Assurance. That 
agency was cited as having done the 
most outstanding job of the year for 
Continental. Its average policy was well 
over $14,000 and in all other respects its 
record was excellent. Mr. Johnson ar- 
ranged the largest group permanent plan 
that has so far been written by Conti- 
mental Assurance. The annual premium 
is about $428,000 and there is $4,624,000 
face amount of insurance involved. 





1943 Production Results Reported 





-—wNew Paid Business-—, 
1943 1942 


Bankers Life, I6.....6...<«. $ 86,101,352 
Atlantic EMS 2. cccccceess 12) 854,958 
Continental Assurance.... 34,585,540 
North American Life, Can.! 42'301,586 
Massachusetts Mutual 137,736,115 
Jefferson Standard ...... 54,013,115 
Monumental Life ........ 67,027,931 
Home Este, Ni Yes cs cccces 44,261,122 
Néw: WOGh Elle. .ciccevicce 452, 270, 100 
ReHance Life, Pa......+- 59, 743.938 


Increase in Ins. in For pce 
1943 


$ 70,792,095 $ 49,479,741 $ 28, B47, 256 
7,760,064 6,741,253 0,882 
45,139,503 40,611,240 35, 772/294 
39,923,815 22,096,477 25,320,617 
119,482,617 62,886,583 29,701,327 
46,134,706 32,202,404 19,702,937 
0,228,015 35,527,451 30,549,435 
40,091,561 25,524,123 17,412,417 
403,903,100 209,099,338 117,599,003 
53,237,931 34,578,521 24,052,664 


lIncludes deferred annuities with return of premiums. 


Old Line Life Agents’ 


Retirement Plan Outlined 
on Contributory Basis 


The retirement plan of Old Line Life 
for its life, accident and health agents is 
on a contributory basis, agents 55 years 
of age or under. Membership is volun- 
tary. Special concessions have been 
made for agents now under contract who 
are 64 and under. Life annuities will be 
paid agents age 65 or over, depending on 
insurance in force, and payments will be- 
gin Feb. 1, 1944. 

To be eligible, a minimum of $1,500 in 
paid life, accident and health premiums 
is required in the preceding calendar 
year. The agent’s contribution is 15 
cents per $1,000 of life insurance in force 
and the same amount per $30 of accident 
and health premiums, in 10 monthly in- 
stallments. The company will contrib- 
ute an equal amount. The whole 
amount will be accumulated at interest 
until the agent reaches 65, when the fund 
will be applied to purchase an annuity, 
with or without refund as selected by 
the agent. Additional contributions may 
be made by the agent up to his regular 
amount, but not in excess of $500 in one 
year. 

If the agent withdraws prior to com- 
pleting 10 years’ participation in the re- 
tirement plan, his deposits are refunded 
with accrued interest. After 10 years he 
acquires a vested interest in the fund 
and receives in addition not less than 
50% of the company’s contribution, the 
percentage increasing each year of par- 
ticipation. 

Retirement age is 65, and monthly 
payments begin Feb. 1 of the year fol- 
lowing the agent’s 65th birthday, al- 
though retirement may be permitted be- 
tween ages 60 and 64 after 10 years of 
participation. 


Non-Profit Returns Stand 


WASHINGTON—Certain mutual in- 
surers, insurance trade organizations 
and bureaus apparently will have to 
make annual financial returns to the in- 
ternal revenue bureau unless the pend- 
ing revenue bill is vetoed. By a vote of 
43 to 34, the Senate rejected Senator 
Clark’s amendment to strike this require- 
ment in section 112 from the bill. It 
has already passed the house. Fraternal 
organizations, based on the lodge sys- 
tem, would be exempt, however, if the 
House accepts a Senate amendment. 

Favorable action on the Hobbs bill 
HR 687, to deprive insurance companies 
unlicensed in any state of use of the 
mails was expected following a meeting 
of a sub-committee headed by Weiss, 
ss to which the measure was 

ferred months ago. 

“W eiss stated before the meeting an- 
other hearing would probably be called 
soon. The subcommitee held a number 
of hearings some time ago 

Representative Hobbs, Alabama, au- 
thor of the bill, says two subcommittee 
members have assured him his bill would 
probably be recommended for passage. 
Hobbs does not think it will be materi- 
ally changed. 


Business Insurance Parleys 


In nine cities Mutual Benefit is con- 
ducting a series of two-day conferences 
for discussion of business insurance. The 
conferences were arranged by E. C. 
Hawes, chairman of the gee ’s busi- 
ness insurance committee. G. A. Sharpe 
of the agency department at Wallace 
N. Watson, Boston, are assisting in 
the meetings. 


V. W. Forkel Sales Manager 


The Hooper-Holmes Bureau has pro- 
moted V. W. Forkel, Chicago manager, 
to sales manager of the midwestern di- 
vision, with headquarters in Chicago. 
He has been with Hooper-Holmes since 
1934. He attended the University of 
Chicago. He is a brother of E. H. 
Forkel, western manager of National 
Fire. 
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18 English Life imamate Sous 
Has Many U. S. Parallels 


(CONTINUED FROM PAGE 9) 

“Turning more directly to the business 
itself and more particularly to life insur- 
ance, perhaps the most remarkable fea- 
ture to be noted was the lightness of 
mortality experienced by almost all of- 
fices in 1942, despite heavier war claims 
resulting from the expansion and intensi- 
fication of the fighting on land and in 
the air. In all the circumstances this is 
not only most satisfactory, but, if it is to 
be continued, may be of very great im- 
portance. That it was not an isolated 
experience, not, as it might seem, a mere 
chance result, encourages the hope that 
there may be substantial and continuing 
underlying causes. If so, life insurance 
will be fortunate indeed in having some- 
thing to set against dwindling interest 
profit, with which it may be faced for 
many years. And there is some reason, 
or justification, for this hope; for under 
the stimulus of war much is being done 
to improve medical and surgical treat- 
ment and in awakening in the public the 
desire for better health services—good as 
are conditions in this country already in 
this respect as compared with those in 
many others. The claims experience for 
1943 will not, of course, be known for 
some months yet, and in the circum- 
stances it will be awaited with more than 
usual interest. In view of the extension 
of military operations during the year 
heavier war claims must, untortunately, 
be expected, and if des pite this the total 
claims remain low, one’s hopes for the 
future in this respect will materially be 
strengthened. It is much to be desired, 
therefore, that offices in their reports w ill 
be rather more generous in giving infor- 
mation on this head than they are wont 
to be, distinguishing clearly between war 
and other payments. 


May Show Increase in 1943 


“In the matter of new business life in- 
surance is passing through a most inter- 
esting and perhaps informative period. 
Contrary to the impression given by the 
Kennett committee report the outside 
staffs of most ordinary life offices had al- 
ready been greatly reduced even before 
the report was published, and industrial 
offices had released a large percentage 
of their normal agency ferces, replacing 
them by women. Yet there were not 
wanting signs at the end of 1942 that the 
low-water mark in new business had 
been passed at the end of the previous 
year, and the results for 1942 were most 
encouraging. The great majority of of- 
fices showed substantial increases, both 
ordinary and industrial, and some of the 
increases were astonishingly large. 
Whether that favorable trend will be 
continued in 1943 remains to be seen. As 
far as we have been able to ascertain up 
to the present the amount of business 
written, taking it all over, would seem 
to indicate that 1943 will improve on 
1942. When the figures for the vear are 
published it will probably be found, esti- 
mating from such information as is now 


available, that on the whole 1943 has 
been an even better year than its prede- 
cessor. Some offices may show de- 


creases, for it is obvious that those which 
had not touched rock bottom in respect 
of dispensing with inspectors during 1942 


will have to adjust themselves to new 
and less favorable conditions during the 
past twelve months. That, however, 


should be but a temporary phase. Once 
the adjustment has been made and all 
concerned have settled down to working 
under the new conditions it should pass.” 


Conn. Bank Insurance Report 

Savings bank life insurance in force in 
Connecticut at Dec. 31, 1943, totaled $2,- 
244,683. There are 18 banks in the sys- 
tem. More than 80% of the applica- 
tions were for $1,000 or less of insur- 
ance, about 12% applied for the maxi- 
mum of $3,000. About 529% of the ap- 
plicants | had no previous’ insurance. 
Only 3% held $10,000 or more. 

There have been only three death 
claims during the two years that the 


oneniid 
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a alia eeniniil ea 107 7 Agents 
Veterans of Present War 


Reemployment of veterans of the 
present war already is going on, John 
Hancock Mutual Life points out in an- 
nouncing that it has 107 such agents, 45 
of them formerly with the company. 


Ponder Pending Legislation 
W. ASHINGTON—Insurance features 


of various bills pending in Congress for 
the benefit of service veterans of the 
present war were discussed here Mon- 
day at a meeting of the actuarial advis- 
ory committee with Assistant Veterans 
Administrator Breining. The actuarial 
committee can only make recommenda- 
tions to the administration. 





Weil and Hodgman ‘43 Leaders 
Sidney Weil, Cincinnati, and Charles 

E. Hodgman, Detroit, were the 1943 vol- 

ume and lives leaders of 


respectively 
Mutual Benefit. Mr. Weil paid for $1,- 
457,500 on 71 lives, with no pension 
trust. Otto F. Hamlin, Detroit, took 


second place in volume with $1,191,798. 

Mr. Hodgman had 145 paid-for lives. 
Herschell Emery, Springfield, IIl., was 
second with 144 lives. 


Bankers Life War Deaths 


Bankers Life of Des Moines paid war 
death claims of $305,445 on 116 lives in 


1943 as compared with $94,066 on 29 
lives before 1943. 
Analyzing 40 war losses in the last 


quarter of 1943, the company said only 
19 were in combat, the next highest 
cause being nine deaths in air crashes. 
Twelve of the deaths were in the United 
States and the rest outside the country. 


Big Increases in Canada 

A sharp increase was recorded in new 
life insurance sold in Canada in 1943, ac- 
cording to preliminary estimates made 
by Superintendent Finlayson. 

New insurance issued during the year, 
he says, totalled close to $850,000,000, 
while insurance in force at the end of 
the year was approximately $8,500,000,- 
000. The 1942 figure for life insurance 
issued was $818,600,000 and the in force 
almost $7,900,000,000. 





Luin Quarter-Million Head 


DES MOINES—Preston Luin, Des 
Moines general agent of Guarantee Mu- 
tual Life, was elected chairman of the 
Iowa Quarter Million Dollar Club at a 
meeting here to succeed Roy A. Swarz- 
man, Equitable Society, Des Moines. 

Henry Meese, Travelers, Davenport, 
and Elmer Bierbaum, Union Central, 
Cherokee, are vice-chairmen; J. A. 
Rhomberg, Northwestern Mutual, Du- 
buque, secretary. The new officers will 
take over at the annual meeting in June 
at the time of the state association meet- 
ing. 

Hugh S. Bell, Seattle, general agent 
of Equitable of Iowa, spoke on ‘The 
Rainbow of Success” and Al Faerber, 
Davenport, on “Estate Planning.” 


No Change in Camp Ruling 
MADISON, WIS.—In response to a 
resolution of the Wisconsin legislature 
protesting the sales of life insurance at 
Camp McCoy, Sparta, Wis., by an agent 
of a company not licensed in Wisconsin, 


Secretary of War Stimson has informed 
L. R. Larsen, senate clerk, of the War 
Department ruling which was issued 
after similar incidents in Oklahoma and 
California. The ruling has not been 
modified in regard to requiring written 
evidence of an appointment, although 


life men have been seeking a change. 


Great Northern hanes Conference 
The annual meeting of general agents 


of Great Northern Life will be held at 
the Bismarck hotel, Chicago, Feb. 7-8. 


plan has been in operation. Newspaper 
advertising will be continued this year. 


Cost ” Sieing a Pasi 
Trust Business Is Point 
to Watch, Behr Says 


Pension trust business demands a yast 
amount of service which must continue 
even after the agents’ renewal commis. 
sions cease, Louis Behr, one of the lead. 
ers in this field, president Chicago As. 
sociation of Life Underwriters, and 
“millionaire” of the Equitable Society jp 
Chicago, told the Life Agency Super. 
visors of that city at a luncheon meet. 
ing. In fact, the service must be con. 
tinued so long as the individual pensio 
trust plans continue in effect. Therefore 
unless the agent is prepared to pay the 
cost of providing this service, in money 
and time, he should stay out of this field, 
in spite of the fact that it is a ven 
lucrative one now—in fact, perhaps the 
“hottest” field for life sales today. 

It is all right for an agent to write one 
or two small cases of this type, Mr. Behr 


said, but the agent who sells a lot o; 
them becomes in effect an agency and 
service office, and may not but must 


have the organization that is required, 
Mr. Behr said in his case the organiza- 
tion called for is four girls and a man, 
The latter’s salary of several thousand 
dollars Mr. Behr pays. This overhead 
is considerable and requires a great deal 
of hustling to meet. 

It is necessary to have someone to do 
the statistical work, as there is consider- 
able calculating required in preparing a 
pension trust case. Some men in the 
business also employ attorneys who have 
specialized in this field. The agreements 
required are very important and must be 
drawn with an exact knowledge of the 
law and Treasury interpretations. 

Mr. Behr does not guarantee the tax 
angle for the client when he sells a pen- 
sion trust case. He merely gives the 
client his opinion in the light of exist- 
ing law, regulations and interpretations 
but makes clear these may be changed 
at any time. 


Honor Two in San Diego Dinner 


SAN DIEGO—Commissioner Garri- 
son of California and Ralph Bach, presi- 
dent California Association of Insurance 
Agents were honor guests at a dinner in 
which seven San Diego insurance organ- 


izations joined the San Diego County 
Association of Insurance Agents, as 
hosts. R. F. Driver, president San 


Diego county association, presided. Com- 
missioner Garrison, John Gurash of Los 


Angeles, assistant manager American 
Surety, president Casualty & Surety 
Field Men’s Association of Southern 


California and Mr. 
Gurash discussed “The Challenge oi 
Public Opinion.” Mr. Bach dealt largely 
with the state association plans and 
benefits. Organizations participating, | 
addition to the county association were 
San Diego Insurance Exchange, Sat 
Diego Life Underwriters Association, 
Life Managers & General Agents Sec- 
tion, San Diego Insurance Women, Blue 
Goose, San Diego Insurance Adjusters 
Association and San Diego Industrial 
Safety Society. 


O'Mahoney Revives TNEC 

WASHINGTON — Senator O'Maho- 
ney, Wyoming, chief antagonist of i 
surance interests in hearings on_ the 
anti-trust exemption bill told the Sen- 
ate that the report of the Temporary 
National Economic Committee, which he 
headed, implemented the “economic bill 
of rights” outlined by President Roose- 
velt in his annual message to Congress. 
The senator then inserted in the record 
a summary of the TNEC report, includ- 
ing the section on insurance. 


Bach spoke. Mr. 


60th Anniversary Campaign 


Franklin Life inaugurated its 60th an- 
niversary year with a three months drive 
to reach the twin goals of $60 million in 
assets and $250 million of insurance in 
force by March 31. There is also a 30- 
day drive in honor of Vice-president Ww 
L. Dugger, who celebrates his birthday 
anniversary Jan. 26. 
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TYPICAL QUESTIONS 
ANSWERED 


by "Who Writes What?" 


Who writes temporary annuities? 
What companies take older ages? 


Where shall I place that sub-standard or 


aviation case 
Who writes “pension trusts”? 
What companies take overweights? 


Where can I get coverage for that 
wealthy woman? 


Who will write the combination single 
premium and annuity contract? 


What companies write group annuities? 
—term to 65?—5 pay life? 


Where can I get a deferred survivorship 
annuity ?—a 5 year endowment? 


Who uses graded death benefits on sub- 
standard? 


What companies write mortgage protec- 
tion with reducing coverage? 


Where can I place that salary savings or 
hospitalization case? 


Who writes long term contracts? 
—$10 a month disability? 


What companies allow the beneficiary to 
elect more than one settlement option? 


Who takes 10 years advance premiums? 
—retains substantial amounts? 


AND MANY, MANY OTHERS! 


Order yours today! 
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Coming Soon! 


The New 1944 Edition 


“Who Writes What?” 


Haven’t you often been bothered by questions 
such as—“where can I place that substandard case? 
—what companies write term to 65’—who takes 
10 years advance premiums ?—what can I do about 
that hospitalization or aviation case?” 


Questions just such as these—and there are 
hundreds of them—are a time-consuming nuisance 
unless you have “Who Writes What?’—that 
unique reference that provides the answers quickly 
and easily. It is helping thousands and should be 
available in every life office. 


Don't Waste Time "Hunting Around" 


Just look into “Who Writes What?” Consult 
its comprehensive topical index and turn to the 
section indicated. There you will find in one place 
all the companies that write the contract you are 
looking for—and the rules in accordance with 
which the risks will be accepted. 


Gives You The Answers—instantly! 


“Who Writes What?” is prepared on an en- 
tirely different basis from any other reference book. 
Arranged by questions (not by companies) it tells 
you what you want to know about the many bother- 
some points. Its direct answers will save your time 
and nerves—and make money for you? 


Yournew Who Writes What?” otr's3s0 
(You May Order “on approval”) 


Published by 


The National Underwriter Company 


Statistical Division, 420 East Fourth Street, Cincinnati 











Get Yours lf One O, 
elf Une f Chese 
NEW LIFE INSURANCE CALCULATORS 


The j 
posi and Quickest Known Method 
of Figuring Settlement Options 


CALIFORNIA-WESTERN STATES rel, Levene —— 
—Y nsurance company 
SACRAMENTO. CALIFORNIA 


Novenber 17, 1945 


tir, De Fe Greys Business Vanager 

The Diamond Life Bulletins gracias REPRES! 

420 East 4th Street CowLey WYOMING 
Cincinnati, “s i 


Dear Lire Gray* 


Please mail me one of the new Life Insurance Calculetors« 
Check is attached for $1.00. 


1 an writing my company ne hi that they will get 
some of these gadgets oe certainly used the 
old Slide Rule to advantas me that you have 
improved on the old Rule © 
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LIFE INSURANCE CALCULATOR 
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Actual Siz 
e 2%x7 inch 
es —fits i 
s in the vest pocket—instruction bookl 
ooklet with each 
order. 


Lots of 10, each 
Lots of 25, each. 


THE Did 
AMO 
420 EAST FOURTH STREET ae eS ee 


CINCINNATI 2, OHIO 





